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Smartest Shoe Style Season Ahead With 
Colorful Sports Footwear Leading 


week after Hoover’s election and in the spirit of 

the times painted a picture of profit and oppor- 
tunity through the sale of footwear fashion next Spring 
and Summer. Over seven hundred and fifty men, lead- 
ers of the industry, from every state of the Union, met 
on the common ground of the National Shoe Styles 
Conference at the Hotel Astor. The three gardens on 
the top of the Hotel Astor were filled with American 
leather displays, timed for the styles of next Spring 
and Summer. The great assembly 
room on the same floor became, on 
Tuesday, a forum of fashion. 

An entire day of preparation pro- 
duced preliminary platforms on men’s, 
women’s and children’s footwear. 
Every man with an opinion, an idea, 
or a suggestion was welcome, and the 
women’s committee alone fought and 
wrangled over the placement of leath- 
ers in their relative sales position for 
Spring and Summer. The burden of 
this work fell on Conference Commit- 
tee Chairman Gordon McNeil. Tues- 
day’s session opened in the colorful 
Belvedere Room, and the Forum of 
Fashion was opened by him when he 
said, “When style walked into our 
lives a few years back, we told some- 
one to tell the hussy to get off the 
front porch. Instead of which she in- 
sisted on living with us, spending our 
money, and reorganizing our lives. 
Today we are sadder, wiser and better 
off. Having learned that her opinion 
must be our opinion, whether we like 


YZ HE greatest event of the shoe year was held a 


Margaret Hayden Rorke 
She leads industry into new color 
vibrations 


it or not, we are humbly accepting her way of doing 
things, and we have learned that by treating her with 
kindness and accepting her dictates in countless little 
things, we can shape up the big things better to suit 
our profits. It has been, for most of us, an exciting, 
risky, but, on the whole, interesting buggy-ride—like 
a first flight in an aeroplane. And like aeroplane travel, 
it is modern and progressive and necessary—the 
swiftest way to go to a definite point in a straight 
line.” The entire conference agreed with him. 

Anthony H. Geuting, president of 
the National Shoe Retailers’ Associa- 
tion, said: “We now understand what 
we did not know in years gone by— 
that styles come from fundamental 
causes that must be studied. We 
never dreamed years ago that we 
would be able to meet and solve this 
question of style. To us in those days 
it was a great mystery, something 
unknown and unexplored. It often 
struck us as a thunderbolt out of a 
clear sky. We believed it was pro- 
moted by someone’s fertile mind, or by 
publicity, rather than due to funda- 
mental reasons, such, for example, as 
a change in the habits of living. We 
now know some of the laws that un- 
derlie style, and that these laws may 
be discovered.” 

Presiding officer of the Forum of 
Fashion, John C. McKeon, who like- 
wise serves as Chairman of the Con- 
ference and Styles Committees of the 
National Boot & Shoe Manufacturers’ 
Association, dominated the meeting 
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and helped to coordinate the different 
speeches and keep them on the 
straight line of style discussion. He 
said in connection with the movie 
film “Time and Color” as follows: 
“If we can accomplish shoe conscious- 
ness by accenting the value of shoes 
with other articles of wearing ap- 
parel, we will sell that many more 
shoes; for example, Chanel of Paris 
mated up the fan and the evening 
slipper, a most admirable ensemble. 
Similar thoughts apply to the eve- 
ing cape for women, where evening 
slippers can be made and used to 
blend. The revival of the fan pre- 
supposes something of value in the 
commercial world. Now, then, if a 
woman is going to exploit a beauti- 
ful fan, she naturally wants a beauti- 
ful slipper to go with it, and there- 
fore the idea suggests itself to the 
merchant for publicity.” 


CT” HE outstanding color talk of the 
conference was by Margaret 
Hayden Rorke. “I predict that the 
beige brown family, derivatives of 
yellow, will be the outstanding thing 
for Spring. Next, blue, many shades 
of blue, not only the dark, rich navy 
blue and brilliant blue, but Spring 
will usher in the light blues of the 
sky, the soft, atmospheric grayish 
blues. So in dress, beiges, browns, 
blues and, to complement your shoe, 
beige, brown, and the dark blue 
leathers. Gray will be a smart color 
for high-class trade, but in very 
small proportion to beiges and light 
browns. We have two distinct Sum- 
mer phases. We have the animated 
pastel, that is, the soft, light shades, 
the pale pinks, the pale violets, the 
pale yellows and the pale greens, and 
as a contrast to that we have the 
brilliancy of ¢olor. We will have 
yellows and bright red. So you see 
your sport idea has two divergent 
points—pastels and brilliancy. I 
think there is a bit of a sway to the 
return of white in more pronounced 
form than there has been for some 
years. 


z- BELIEVE that soft colors, 

modulated colors, the tonalities 
of soft nuances, will be much smart- 
er than all white. There is a liaison 
between the shoe and the costume 
through the neutralizing point of the 
hose. So much has been said about 
nudity, -and so much has been said 
about youthfulness, that perhaps we 
couple nudity and youthfulness today 
in style above everything else. Nudity 
need not disturb in any way the pro- 
duction of hosiery. The belief that 
we are all going around with bare 
legs is all wrong. Beiges will be 


strong in three distinct groups—the 
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CONFERENCE HIGHLIGHTS 


Once more the tanner, the manufacturer and the retailer—or the 
lion, the lamb and the goat—lie down together—let’s have less lying 
than usual. Eliminate all ideas that are underdone, half-baked 


or hard boiled—Gordon McNeil, Chairman. 


Style can be made comprehensible and profitable, and this conference 
holds promise of exact knowledge, taking the place of guesswork and 
gamble.—Anthony H. Geuting. 


Style is the enlightened self interest of each one of us and the 
conference is for the common good of all_—J. Otis Ball. 


Carriage has always had a great deal to do with shoes and the 
style trend. Women adapt their bodies and their walk to the 
fashion of the times. Watch posture and carriage for heel heights.— 
Kathleen Howard. 


Fashion leaders are encouraging women to get away from the 
same characteristic of garmentry. The big style question is indi- 
viduality, initiative and innovation. Novelties and high style are 
evolved for the purpose of stimulation of shoe consciousness.— 
John C. McKeon. 


The timing of style and color is of major importance next Spring, 
for industry profits most when it makes and sells the right shoe, 
in the right color, in the right materials at the right time.—Arthur 
D. Anderson. 


Men should be made to buy shoes as they SEE them, not as they 
NEED them.—Jesse Adler. 


Gone are the days when a man would rather take a licking than buy 
a pair of new shoes—today, comfort is possible in every pair.—George 
Geuting. 


Tuning in on the rainbow I find the perfect spectrum of fashion, 
based on shoe tones in the brown-beige family, blue a classic, gray 
minor, white distinctive and brilliant colors to be used te punctuate 
only— Margaret Hayden Rorke. 


a” 


sand shade of beige, the grayish tone, 
the sand notes in beige, the yellow 
notes in beige, and the rose notes in 
beige. Sand shades and yellow notes 
in beige are by far the most fash- 
ionable and the newest in thought, 
ranging from the ivory right on 
down into the sunburn beige idea 
with the yellow notes in it. The 
rose, the pinkish, or the slightly 
pinkish shades of beige I would say 
are still important, but not as pro- 
nounced as the sand or the beige 
shades. What of the dark blue, the 


dark red, and the dark green shoe? 
Correct, if they are used properly. 
You have made the dark blue shoe 
a classic in this country. If you ex- 
ploit widely brilliant shades of blue 
you will defeat and you will kill the 
good, dark shades of blue, which is 
a classic and a staple thing.” 

The address by Kathleen Howard, 
Fashion Editor of Harper’s Bazar, 
was in the nature of an essay on 
dress and is worthy of being repeated 
in full. (See next week’s issue.) 

Paul Hollister, after telling of all 
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STYLE FLASHES 


Suedes, which have played such an important part in the Winter 
shoe mode, were carried over into the Spring program because of 
the fact that many women will wear velvet dresses into the first 
two months, at least, of 1929, and because it also helps the merchant 
clear his stocks of suedes now on the shelves and coming through 
from the factories. 


Whites were discussed at length. The question was, will they take the 
place of color or will the trend be to all white with color accents. It was 
generally agreed that a very big white season is ahead, but that colorful 
shoes will invade the white shoe field to a marked degree. 


The various committees hesitated to give too much prominence to 
sandals, but because of the acceptance of the sun tan mode and the 
expected vogue of sleeveless sport togs, sandal patterns were put 
into the style picture. 


Discussion of the rating of gray for Spring on two occasions. It 
was felt that only the smartest women will wear gray and that it 
will not be a volume seller. It was also pointed out however that 
many of the outstanding silk prints for Spring have overcast grays 
for backgrounds and green complementaries. 


The position of fabrics in the street mode also was of much interest. 
Information was sought on the prospective volume and range of colors. 
It was felt that a big fabric season is at hand, with novelty shoes playing 
an important part. 


The position of black patent was questioned in two reports. 
First, in shoes for general wear, and second, in the dressy wear 
division. Because of an early Easter, March 31, and the style 
and type of frock coming into the picture, patent took third place 
in general wear and was fifth in the afternoon group. 


A discussion on reptiles and reptilian trims ended in the thought 
of trims being important and reptilians having fourth place in the 
material grouping. 


\ 


the old shoes he possessed, told how 
easily one’s personalities are revealed 
by his footwear. He outlined a plan 
of publicity. He told of having pur- 
chased seventeen hats in contrast to 
his few purchases of shoes. 

Madam Hamilton Jeffries, Fash- 
ion Editor of the BooT AND SHOE 
RECORDER, while presenting the first 
colored motion picture, entitled 
“Time and Color,” which showed fab- 
rics, materials, and the fashion use 
of dress and footwear for next 
Spring and Summer, said, “These are 
the neutral beiges which we really 
sponsor this season rather than the 


colorful shoe, although the colorful 
shoe will be very much in the picture 
next Summer. White and black is 
very much in the mode. Consequent- 
ly, we look for a black shoe era about 
two months before we open into the 
lighter shoe. The Easter browns 
we expect to go through for an early 
Spring profit before breaking into 
the light colors. This is one year 
where it is absolutely necessary to 
consider sunburn as a factor in the 
right shoe for Summer wear. Va- 
nilla tones, honey and any of the 
stringbean shades are very impor- 
tant.” 
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The tendency toward lower heels, 
especially on sports and spectator 
sports shoes, was clearly indicated 
in the discussion. The fact that as 
women become more athletic they 
demand lower heels for general wear 
was brought out strongly. Heel 
heights as low as 8/8 for women’s 
shoes were freely discussed. 

In presenting the report on wo- 
men’s styles the following foreword 
was given: 


sad N the preparation of this style 

report, the committee has given 
careful consideration to the peculiar 
business and seasonal climatic con- 
ditions that exist in different sec- 
tions of the United States, and its 
conclusions have been arrived at with 
the single aim of making these rec- 
ommendations not only reflect the 
trend of fashion in footwear, but of 
practical help to the retail shoe mer- 
chants of the country. 

“It is, of course, impossible to set 
forth specific recommendations for 
any particular class of merchants in 
any particular section, for, neces- 
sarily, local weather and seasonal 
conditions must be considered in the 
selection of colors of leathers or fab- 
rics. 

“The most that can be done is for 
the committee to advise what in its 
opinion will generally prevail in lasts, 
heels, patterns, colors and materials, 
thus placing in the hands of retailers 
information of the trend which they 
can apply to their local needs. 

“Inasmuch as this report pertains 
to styleful footwear to be sold dur- 
ing the first half of 1929, the com- 
mittee again recommends that re- 
tailers gage their requirements as to 
color, by working with the darker 
shades, and as the season develops 
to work up through the lighter 
shades. Every shade of color recom- 
mended has its proper place in the 
catalog of style, and should be 
bought and merchandised with this 
thought in mind. 


“We call special attention to the 
wide variety of materials and colors, 
in the selection of which care must 
be exercised in making selections 
that will meet local conditions. We 
also direct attention to the various 
foot notes on ‘high styles’ and our 
comments on them as of particular 
value. 

“Merchants will do well in follow- 
ing our recommendations when buy- 
ing, to bear in mind that Easter 
comes early next year—March 31.” 
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Cfrootwear eStyles 


“CSTEY 


Women’s Styles for Spring and Summer 


Styleful Types for Street and Afternoon Wear 


PATTERNS— 
1. Light strap effects. 
2. Pumps—trimmed, plain and step-ins. 
3. Tie effects. 
4. Sandal effects. 
LASTS—Present types. 
HEELS—14/8 to 20/8. 
Note: There is an increasing demand for 14/8 to 16/8 
breasted heels on styleful shoes. 


MATERIALS— 
For January, February, March Selling 


The outstanding note of style importance in dressy 
footwear will be two and three combinations of harmoniz- 
ing materials and colors. 


1. Black leathers: kid, glazed or mat ; patent, calf and 
reptilians in harmonizing combinations. 

2. Darker shades of brown and tan kid, calf, reptil- 
ians and suede (in certain sections of the country). 

3. Shades of darker blue in kid, reptilians, suede and 
(?) calf. 

NOTE—Suedes will continue to sell for first two 
months in certain sections of the country. Some 
light shoes should be provided for early Easter selling. 

NOTE—Green and gray will be prominent colors in 
dress materials and will be reflected in shoes. 


For April, May, June Selling 


1. Shades of brown and beige ranging from Sunburn 
beige to ‘Lido sand, as shown in the Color Card 
for Spring, in kid, reptilians, and calf. 

2. Black leathers: kid, mat or glazed, patent and rep- 
tilians in harmonizing combinations. 

3. White leathers in season. 

NOTE—We direct attention to the fact that white shoes 
with bright colored or pastel trimmings, will be a high 
style note. 

4. Printed and woven materials in both leather and 
fabrics. 

5. Shades of darker blue. 

NOTE—Consideration should be given to woven and 
embroidered vamps as a high style note and to pastel 
shades in leather. 


Types for General Use 


For Street and Service—Shopping, 
Town and Country 


PATTERNS— 
1. Styleful strap effects. 
2. Open type oxford effects. 
3. Oxfords. 
4. Step-ins. 
LASTS—Medium .toe. 
Note: Attention is called to a-new round toe; low heel 





last, carrying a 8/8 to 10/8 heel. 
HEELS—10/8 to 15/8—14/8 predominating. 
NOTE —AII leather heels increasing in popularity. 


MATERIALS— 
For January, February and March Selling 


. Brown kid and calf. 
. Black kid and calf. 
. Reptilian leathers. 

. Suede leathers. 
Patent. 


For April, May and June Selling 


. Shades of brown and black. 

2. Tan shades, from maroon glace to sunburn beige, 
including French beige and Almora, as listed in 
the Spring and Summer Color Card. 

. Patent. 

. White leathers and fabrics according to the sea- 
sonal demand. 

5. Reptilians. 


Evening Slippers 


> WwW 


PATTERNS— 

1. Straps (including sandals). 
2. Pumps (plain and trimmed). 

LASTS—Present types with tendency toward narrower 

toes. 

HEELS—16/8 and up. 

MATERIALS— 

1. Multi-colored brocades, plain and with silver or 
gold kid trimmings. Also materials for tinting. 

2. Black fabric slippers, piped or trimmed with gold 
or silver kid. 

3. (?) Silver and gold kid pumps. 

NOTE—Bright solid colored slippers such as red, 
green, orange, and violet, are important as a contrast 
to black or white evening gowns. Opalescent leath- 
ers will be good for trmming. 


Sports Wear~ 


PATTERNS— 
1. Oxfords. 
2. Tie effects. 
3. Straps with side or center buckle or button. 

NOTE—Attention called to gore front step-in kiltie 
tongues. 

LASTS—Present types. 

HEELS—7/8 to 12/8. 

MATERIALS— 

1. White with tan or black trimming. 
2. Beige with brown trimming. 

NOTE—lIn discussing active sports shoes, the commit- 
tee recognized the importance of spectators’ sports 
shoes, such as a one-strap pattern in various color 
combinations, with a Cuban or spike’ leather heel. 
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“BEEN 


Men’s Styles for Spring and Summer 


Shoes for General Wear 


(Business and Street ) 

TYPE—Oxfords. 

LASTS—a. Medium broad, brogue types; regular, and 
with considerable spring. b. French type. c. Ameri- 
can custom in some sections. d. Staple and corrective 
lasts as heretofore. 

(Modified balloon still selling in many sections) 

COLORS—Saratoga tan, copper than, ruddy brown, 
nicotine, in calf ; Durham brown, Trotteur tan, in kid. 

(Refer to National Color Card Association’s color card) 

Blacks will continue 

LEATHER—Smooth and broaded calfskins, kidskins, 
some grains. 

HEELS—Leather and rubber. 


Sport Shoes 


(For Strect, Dress and Active Wear) 

From all indications we face the biggest sports shoe 
season ever experienced. This gives the individual 
dealer the opportunity to select a multitude of types and 
combinations—outstandingly black and white, tan and 
white, in wing tips, straight tips, and plain toe saddles, 
with leather or rubber soles; also elk and buck com- 
binations. 


Juvenile Styles for 


For School Wear 


PATTERNS FOR MISSES (Sizes 2% 
Oxfords, ties and straps. 

PATTERNS FOR JUNIOR MISSES (Sizes 11% te 
2) and Children. Oxfords, straps and sandals. 

LEATHERS FOR MISSES (Sizes 2% to 8): Elk, 
boarded leathers and patent. 

LEATHERS FOR JUNIOR MISSES (Sizes 11% 
to 2) and Children. Elks and boarded leathers. 


For Sport and Play 


PATTERN S—Moccasins ; 
plain toes, and sandals. 
LEATHERS—EIk and boarded leathers. 

and combinations. 

STYLE NOTE—Every indication points toward a 
greater sports season for children. In elk leathers, in 
harmonious combinations, with flexible leather soles, 
or rubber soles. 


to 8): 


oxfords with shield tips, 


Tan, smokes 


For Dressy Occasions 
PATTERNS—Junior misses, (Sizes 11%4 to 2) and 
Children. Straps, ties, gore pumps, and fancy 
sandals, including woven sandals. 
MISSES—( Sizes 2% to 8): Straps, ties, gore pumps, 
pumps and fancy ‘sandals. 


Informal Wear 


TY PES—Oxfords—with or without straight tips. 
LASTS—Medium and narrow. 
LEATHERS—Black calf, patent. 
HEELS—Leather. 


Formal Dress Wear 


TYPES—Light weights—plain toe oxfords and pumps. 
LASTS—Medium and narrow. 
LEATHERS—Patent. 

Foornotes—For early spring there will be a demand 
for oxfords of lighter construction, while for summer 
wear, the extreme light weight oxford will increase in 
popularity. 

At a joint meeting of the Men’s Style Committee and 
representatives of the National Clothiers and Furnishers 
Association, we learned that 50 per cent of the clothing 
for spring will be in tan and brown wood shades; the 
other 50 per cent being made up of greys, blues, and 
other colors. Tan and brown shoes should be worn with 
the spring “wood shades” of clothing. Solid colors will 
predominate in clothing for spring, and the spots of 
life and color will be the shoes and neckwear. 

Wing-tips and perforated tips are growing in popu- 
larity. 


Spring and Summer 


LEATHERS—Patent (See color card for new novelty 
leathers). White and combination. In all size runs, 
beige, blue, red and green are desirable in fancy 
sandal types. 

JUNIOR BOYS—(Sizes up to 2); Boys sizes (2% 
and up). Following the trend of men’s shoes with 
plenty of sport effects in elks, and combination, board- 
ed and black leathers, with leather or rubber soles. 


Important Fashion Notes for the Very 
Important Younger Set 


The Juvenile end of our industry was slow to change 
its terminology. It took years of effort to bring about 
a discard of the terms “Little Gents,” and “Growing 
Girls.” 

A new spirit has come into the modern juvenile de- 
partments, windows and advertising. We now call 
growing girls “Young Moderns,” or “The Modern 
Miss,” because many a sale was lost by calling them 
growing girls. The Miss from the age of twelve up 
begins to feel her own importance, and under this new 
title buys four times as many shoes as she formerly did, 
and her parents seem to go the limit. Previously she 
bought a plain Mary Jane or a broad toe Oxford, be- 
cause her parents would not consent to style, and figured 
that utility was everything. The same thing is true 
of her Modern Little Sister. 
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| Getting More Shoes Sold Right 





Three Ways Open 


VERY indication points to a better men’s shoe 

business this year. The trend is in the right 
direction. You get a true sense of it in the in- 
creased interest of shoe men on the subject of 
men’s footwear, as expressed at the Shoe Styles 
Conference in New York this week. Men’s shoes 
there had the center of the stage, because of the 
activity of individuals who believe in men’s foot- 
wear. 

But to be ready for a new burst of business in 
the men’s side of the store necessitates prepara- 
tion in these three divisions. Open the season 
with a tolerance for browns and tans in men’s 
shoes. First, a selection by merchants thereof, 
and second, a stimulation of acceptance by men 
customers. Third, lightweight shoe construction, 
development and sale thereon, with an increased 
presentation of sports types of shoes in all of the 
combinations of white and black, white and tan, 
and two tones of tan. 

A little further sweetening of stock by. showing 
other than standard materials that have been used 
for generations, is also in line with increasing 
interest in men’s shoes. 

All of these factors will increase pairage, fol- 
lowing a year of decreased shoe production, and 
decreased sale because of the black plague. When 
the men’s shoe department is styled with the 
young man in mind, it takes its first step forward. 
Shoes for comfort and utility, both admirable 
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traits, do not ring the old cash register alone. 

Style expression will soon appear in men’s shoes. 
It may not go over the first year, but acceptance of 
a few pair of alligator shoes for men did more to 
liberalize the men’s shoe business than any action 
of the past ten years. If oxfords are universal, 
the changes in color, pattern, weight and in com- 
bination of leathers, offers the only medium of 
increasing sales, when you consider that the fric- 
tion method of retiring shoes is the only present 
method to bring about more pairage. 


A Closed Mind 


HEN a group of people listening to a radio 
carry on their ordinary conversation, in 
competition with the loud speaker, the question is, 
can the mind cover both satisfactorily. Many a 
man is radio-minded unknowingly. He listens to 
a salesman’s conversation, while his thoughts are 
rambling off somewhere else. Neither message 
penetrates to the brain. The new, great American 
disease is the mental confusion of jumbled minds 
that try to cover everything, and actually accom- 
plish nothing. 

As a result, men of far less brilliancy, but with 
the capacity for concentration, get to their desti- 
nation more quickly and more profitably. 

To be open-minded is to be able to see and study 
every line of shoes that comes to your town. To 
combine with that open-mindedness a degree of 
real attention is to have the salesman unfold many 
a good suggestion, applicable to the buying and 
selling of shoes. 

The traveling shoe salesman offers the most fer- 
tile field for the spread of shoe knowledge. He 
gladly gives, whether he gets or not. He sprinkles 
ideas all over the merchant field, just as old Apple 
Seed John, generations ago, planted apple trees 
the world over from the seeds which he carried in 
his pockets. 

Some shoe stores have the best lines and best 
methods of merchandising, even though their pres- 
ent volume of trade hardly justifies the connec- 
tions. Other stores wonder why they never “click” 
with the best in lines, in shoes and in ideas. They 
need look no further than the men who contacts 
the traveling man. Invariably his mind is closed; 
he is self-opinionated ; he is critical to a fault, and 
he is not tolerant of new ideas. 

The shoe world is moving at so rapid a rate that 
the school of suggestion must work overtime. Ears 
must do twice their duty, and eyes function with 
a seven times ‘speed. The best buyer talks the 
least. He functions best as a recipient. At the 
right moment he acts. If progress is to be made 
in this industry there is need for more like him. 
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Active tho’ Little 


HE Chamber of Commerce of the United States 

is constantly asked, “What are you doing to 
save the small manufacturer?” E. W. McCul- 
lough, manager of the Department of Manufac- 
ture, says, 

“We have heard the old cry that the big fish are 
eating up the little ones, but after nearly thirty- 
five years of operation, under National Trust Laws, 
we are prepared to say that the manufacturer of 
any dimension—whether large or small—is so pro- 
tected by our laws that he has a fair opportunity 
to win his race, provided that he equips himself 
as do athletes in other fields.” 

That is precisely the situation in the shoe trade. 
If anything, the small manufacturer has had a lit- 
tle bit the better of it this year. He has been put- 
ting distinction into his product. He has put his 
brains into selection. He has made his product 
interesting. He has not over-bought on raw mate- 
rials, because he didn’t have the money to plunge. 

With every change in style and speed of adapta- 
bility, the alert small plant is a decided economic 
advantage. Individualism in shoes has a tangible 
fashion valuation. Those tremendous plants that 
throw one pattern into the works and multiply it 
in patent leather, find 
that when public de- 6% 
mand diminishes: un- 
salable stock becomes 
mountain high. It is 
far more difficult for 
a big man to keep ath- 
letic than it is for a 
small man. 

This year’s total of 
shoe manufacturers 
does not vary from 
last year’s, and the fu- 
ture ratio of manufac- 
turing plants to pro- 
duction will not be ma- 
terially different. This 
is an industry of op- 
portunity for everyone 
who thinks and works. 

The ratio of energy 
put into the business 
makes all the differ- 
ence between profit 
and loss. In the pres- 
ent line-up of the in- 
dustry, that factory 
which can time its 
styles so as to be on 
sale in the shoe store 
when public demand 


for many years. 





to be without it. 








service. 


tinued success. 
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Get the Money 


<J~ O preach one thing and practice another is a 

common habit. For example: the men’s shirt 
industry is preaching colored shirts and collars to 
match, yet the local haberdasher is selling 90 per 
cent white shirts. 

There has been a lot of preachment lately on the 
subject of seasonal clearances. An effort is being 
made to hold off clearances until Feb. 1 and Aug. 
1. The practice, however, is for merchants to clear 
the minute goods show a slowness of movement. 
The man who holds his goods for a seasonal clear- 
ance will find that he is working with the tools of 
a decade ago, while his competitor is right up to 
the minute in merchandising practice. 

Clear as you go. Get rid of the shoes when they 
don’t move. A better price is possible in season 
than at the end of seasons. 


* * * 


The study of the timing of industry is of great 
importance and was emphasized at the Styles 
Conferences in New York this week. Time, 
as an element in fashion, is equally as impor- 
tant as the determination of color and de- 

sign. The right shoe, 








The Reason Why 


KIMBALL’S SHOE STORE 
Hudson, Mass. 


As manager of the Harrison Shoe Company, I 
have been an interested reader of the RECORDER 


However, since my husband and I have opened 

a retail shoe store I begin to realize what a great 

- help the RecorpDER is to the retailer. 
been indebted to the REcorpER for a great many 
ideas which we have put into execution in our 
store, and do not see how any retailer can afford 


Wishing you continued success, we remain 
Yours very truly, 
KIMBALL’S SHOE STORE. 
(signed) L. B. (Clark) Kimball. 


We thank Mrs. Kimball for the nice things she 
has to say regarding the RecorvER and RECORDER 


Mrs. Kimball is the only woman to our knowl- 
edge who has operated successfully a sizeable 
wholesale business and a retail store. 

We extend to her our sincerest wishes for con- 





rq in the right color, in 
the right materials, at 
the right time—are 
factors that make pos- 
sible a profit commen- 
surate with the ser- 
vices of selection of an 
entire industry. The 
BooT AND SHOE RE- 
CORDER presented for 
the first time in indus- 
trial history, through 
the means of color 
photography, an ad- 
vance picture of the 
use, scope and beauty 
of the footwear of 
spring and summer, 
1929. Pioneering in 
. the art of publicity 
through the new me- 
dium of color photog- 
raphy, we were able to 
give the Styles Con- 
ference a picture of 
the future use of color, 
so that an industry 
could make a mention 
forward pass into a 
new opportunity for 
profit and prestige. 


We have 


——— ee 


President 











is hottest, profits most. 
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COMPLETE line up of 

styles for Spring and 
Summer 1929 were created by 
friendly manufacturers for 
Jesse Adler, Chairman of the 
Men’s Styles Committee, for 
picturization in the color film, 
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entitled “Time and Color,’ 
and later became the basis for 
the color conference commit- 
tee report. Here we see Sara- 
toga Tan, and Copper Tan in 
Summer weight shoes for next 
Summer’s selling 


CV1VAL in Men's eYhoes 


National Interest at Styles Conference Indicates 
Greatest Male Footwear Year Ever 


ences in New York was the revived activity in 

the styling of men’s shoes. For years men’s 
shoes have played too modest a part in the conferences. 
Today they are most conspicuous even to the point of 
having one of the speakers ridicule the appearance of 
the footwear of the men present at the Styles Confer- 
ence. 
For the first time in the history of Styles Confer- 
ences coordination of clothing information was obtained 
by the participation of President Joseph Pinto of the 
National Retail Clothiers and Furnishers. Other men in 
the clothing industry in attendance were Louis Gutter- 
man, president of the New York State. Retail Clothiers 
and Furnishers; Robert Hastings of Brill Bros., of New 
York, and Sylvan Kronheim, of Martin’s, Brooklyn. 
These men surveyed the clothing situation for spring 
as follows: Men will wear fifty per cent tan and wood _ 
shades: spring and;.summer..--Fwenty-five per cent in 


Tex outstanding highlight of the Styles Confer- 


gray and off shades, and the balance in blue. The 
fabrics of clothing to be in solid colors and quieter 
patterns. Shirts and ties are not so noisy. Perhaps 
men’s shoes will carry the greatest style attention in 
years. Trouser bottoms are 18 and 18% inches. 

The first color card of the men’s shoe industry ac- 
cepted the following shades: Saratoga Tan, Copper Tan, 
Ruddy Brown, Durham Brown, Trotteur Tan, Nicotine. 


EORGE GEUTING, who took a prominent part in 
~J the drafting of the men’s style program, reviewed 
the work done in the committee meeting Monday before 
the general conference, and expressed several important 
ideas which had a definite bearing upon the entire men’s 
shoe situation. First of all, he called attention to the 
fact that there is a crying need in the industry for the 
manufacture of men’s shoes which shall, first of all, 
be comfortable. He asserted that in his experience and 
the experience of others.in the trade, most-men “would 
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rather take a licking than break in a new pair of 
shoes.” With all shoes made comfortable from the first 
step, he declared, most of the resistance that men put 
up against the sale of shoes would be immediately over- 
come. 

Discussing the color situation, he said that the com- 
mittee meeting on Monday developed the idea that one 
of the biggest seasons for men’s tan shoes 
lies directly ahead because of the informa- 
tion supplied by clothiers and furnishers 
that fully fifty per cent of men’s spring ~* de 34 
suits for 1929 would be in the wood brown 
shades with which only tan shoes harmon- 
ize. The other fifty’ per cent of the suits 
are expected to run to the blue and gray 
shades, with which tan shoes are decidedly 
optional. The fact, also, that plainer pat- 
terns in men’s suits will prevail seems to 
indicate that there will be plenty of color 
used in ties and shoes to provide a relief 
from the monotone of the suit. This also 
brings about the idea that shoes of intri- 
cate patterns, such as the sport types, will 
be worn for street wear. 


HERE is a place for kid shoes for men 
for the Spring and Summer of 1929 in 
the shades Durham Brown and Nicotine 
Brown (shown on the right). Shoes in 


Copper Tan and Ruddy Brown illustrated 

against the background of the harmonizing 

leathers show the variety of patterns for 
early spring wear (shown below) 
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Mr. Geuting also vouchsafed the information that a 
movement is on foot to develop a single authoritative 
style chart for men. At present there are a number of 
charts put out by various organizations on which shoes 
are given a place of decidedly minor importance. The 
plan now under way contemplates the cooperation of 
clothiers, furnishers, hatters and shoe retailers to the 


end that a single chart bearing the stamp 
of authority of each branch of the industry 
will be produced and disseminated through- 
out the country for the guidance of the 
well dressed man. 

Jesse Adler, chairman of the Men’s Styles 
Committee, said: 

“Too many men are wearing shoes that 
are just nothing at all; shoes that are old 
and shabby looking, and absolutely sexless 
in character—in the vernacular of the day— 
they are blah! 

“Shoes for men should have a strong, 
sturdy look, a masculine strength, a bold, 
dashing appearance. They should reflect 
the spirit of man and, above all, they 
should and must be smart and dress up the 
feet. 

“Men should follow the example that wo- 
men set in the matter of footwear and wear 
shoes that are not neutral, but definite in 
style and masculine in looks. 

“However, we must have change—con- 

« Stant newness to keep pace with the changes 
of fashion. We must have novelty, so that 
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Tolerance for something new in shoes is developing in America. The alliga- 
tor shoe steps into Springtime as a novelty, salable to young men. This shoe 
pioneered by Adler in New York and Young in Los Angeles becomes a standard 


type constant in sale and interesting through the trade as being the first step 
toward more style in men’s shoes through materials 


the average shoe wardrobe can be expanded beyond a 
pair of blacks and a pair of tans. The addition of 
reptile leathers, such as alligator and watersnake, fur- 
nishes an example of how the fashionable shoe ward- 
robe may be extended. As a matter of fact, a shoe 
wardrobe is limited only to the ingenuity of the men’s 
shoe designers. 

“I believe that men should be educated to buy shoes 
as they see them, not as they need them. It is all very 
well to be concerned with turnover in dollars and cents, 
but it is vital to create quick turnovers in fashions— 
frequent introduction of new ideas in men’s shoes will 
achieve the dollars’ turnover automatically and without 
forcing. 

“I feel that every retail shoe man should instill new 
elements and designs in the making of men’s shoes 
toward the end of' stimulating multiple buying. 

“You can play up fashions in shoes to men just as 
you can play up fashions to a woman. Present men 
with the same dull, drab story in shoes again and again 
and how in the world can you expect to create within 
them a desire for possession?” 

Schuyler White, fashion coordinator, spoke at the 
Styles Conference, and said: 

“One of the reasons that men’s shoes today are being 
sold merely on a replacement basis is due to the fact 
that shoes are sold more as a combination of leather and 
pattern rather than as an important accessory of 
men’s ensembles. For this reason too much stress 
cannot be placed upon the importance of the ‘en- 
semble’ for men, in other words, seeing that each 


item of wearing apparel is coordinated with his en-_ 


tire turnout, that that turnout is correct for each and 
every occasion. 


“There is a vast number of men who do not dress 
well simply through ignorance, not because they can- 
not afford to. If we are to educate this group of men 
up to the standards of correct dress, we must first be- 
gin with the industry itself. Taking for granted that 
everyone in the shoe industry knows what is correct. 
how many, I wonder, live up to what we know and be- 
lieve to be correct. If the consumer is to be educated 
it is first necessary that everyone in the industry is 
educated; that each one tells the same story on style 
and correctness in dress, nay more, that each one 
shows by the clothes he wears that he knows what is 
correct. 

“If we are going to educate the consumer, we must 
be educated ourselves. 

“We ought to get away from this idea that certain 
geographical sections should be catered to in their 
prejudices. Why can’t we have in the lines as manu- 
factured a few good numbers and make those number 
right, make them go? If you didn’t show all these hor- 
rible styles you wouldn’t have to make them. You 
wouldn’t have to sell them. You show a group of! 
models that, as you say, are bought in Texas. Why 
show models of that kind? It only adds to your pro- 
duction problem. It is much easier, I should think. 
to show a small group of models, well made, well de- 
signed, and which instead of drawing undue attention 
to a man’s feet because of the extremeness of the 
shoe, would do better by that man by showing him in 
a shoe that makes his feet look attractive—if men’s 
feet can ever be made attractive and I believe the) 
can: 

“Play up the importance of shoes in the well-dressed 
man’s ensemble. Stress the importance of the correct 
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shoe for every occasion. Hammer away on the fact 
that there is a very decided business advantage in 
being well dressed—correctly dressed. 

“It is along these lines that interest in clothes and 
particularly shoes, can best be stimulated. A close 
liaison should be constantly kept with other branches 
of the men’s wear industry; the design and manufac- 
ture of all clothing and accessories should be so co- 
ordinated that all tell the same story. Let there be 
less conflicting style information. In this way sec- 
tional or geographical prejudices for or against cer- 
tain styles can be gradually eliminated, thus redound- 
ing to the manufacturers’ benefit and at the same time 
being of the utmost service to the consumer. 

“Stress the ensemble idea for men, the idea of co- 
ordination, coordinating every item in the man’s en- 
semble, eliminating the idea of wearing brogue shoes, 
sport shoes with business suits. Wear a simple, clas- 
sic shoe for business; whether it is a brown or a 
black is unimportant, but wear the right type of shoes. 
Don’t wear sport shoes to business. Don’t go about 
at night, if you don’t wear evening clothes, in dark 
suits and tan shoes; wear black shoes. Get the idea 
that it isn’t unusual to have summer weight shoes 
and winter weight shoes, but it is a darned good idea 
not only for reasons of comfort, but sanitation and 
health, to have a suitable number of changes of shoes.” 

Fraser M. Moffat, president of the Tanners’ Council, 
said: 

“It is quite evident to any reasonable man, there- 
fore, that any attempt to make each group producing 
leather made from dissimiliar raw material with vary- 
ing processes and under varying conditions without 
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recognizing each group’s particular problems, run 
into one universal mold, would be utterly destructive.” 

Cooperative competition dominated the leather 
showing held in conjunction with the styles conference. 
For the two days, Monday and Tuesday, around a half 
hundred tanners displayed their products in the 
North and South courts leading to the conference 
rooms. Each booth in the leather display was uniform 
in size, and the displays were simple and dignified, yet 
wonderfully effective in that color provided a lusty 
kick to stimulate the eye. 


RACTICALLY all the tanners showed leathers dyed 

in the shades selected as spring colors by the allied 
industries in association with the Textile Color Card 
Association. Sunburned beige tones, according to the 
exhibitors, elicited the most interest of retailers and 
shoe manufacturers. The various exhibits of reptile 
skins also were highly interesting. Some sole leather 
was shown and many of the tanners had new model 
shoes made up to illustrate their products translated 
into terms of retail merchandise. One company 
showed a replica of the snow and ski boots which the 
Byrd expedition is taking into the Antarctic. 

As a corollary of the leather exhibit, staged under 
the auspices of the Tanners Council, Mrs. Margaret 
Hayden Rorke had a booth at the entrance to the 
exhibit space where she gave free color information 
and advice to those who were interested. At the same 
time there was distributed under the title of “Official 
Color Guide of American Leathers,” a book containing 
sample swatches of the various leathers exhibited at 
the conference. 


ERALDING the greatest sports year in men’s shoes on record. These shoes 
illustrate white and black, white and tan, two tones of smoked horse and two 


tones of brown with a darker saddle. 


All typical of salable shoes for Spring and 


Summer 
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handling of the signature. Once a 
merchant has adopted a finely drawn, 
typical signature, it seems to have 
the effect of bettering the entire 
ad. Once the well-spring of pride 
and vanity is tapped it seems that it 
permeates the entire fabric of an 
— —|—§_ advertisement. 
Advertising in such little details is 
A\ becoming more and more a factor in 
modern the building up of the entire shoe 
retailing business to a point 
where it vies with all other wear- 
ing apparel businesses. Equality in 
strength, size and make-up of foot- 
wear advertising in country-wide 
space is all that was 





























bridal slipper 
























The De Pinna ad 
of New York 
City is quite a 
departure from 
usual layout. The 
shoes are un- 
usual, therefore 
the ad setup 


newspaper 
needed. 
Then, there is the actual wording 








designed to accompany the 
modern bridal gown 
as created by Steinand Blaine 


















The daintiness of 
the slipper in 
Shoecraft ad of 
New York City 






Prospective brides are invited to 
view the special collection of 









is at once felt. 
It is an “occa- 
sion” ad with an 
18-point size 





Salon. Prices begin at $15.50. 


modern and period slippers for 
brides and bridesmaids, new 
being shown at the Shoecraft 


and 10-point body 
SHOECRAFT 


text. The signa- 

ture occupies a SALON: 714 fifth ove 

space three-quar- betscen SStand S6* streets: 

ters « an inch pridedasty a Reape re Alpe? 
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Fall Shoes Styled for 


heading and 12- | Bride Book C7 on request. 
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Each Costume Type 
N a close study of the way in seer beauty and simplicity of Tine are em- 
s phasized in the new Fa’ hoes. Smart 
which the shoe merchants of the fe pt Dall Cased, Sstoaning Sonahes, cleverly placed, make 
country are stimulating imagi- a penmaemaninauaiees, 
nation and desire, the ads which SMART pe ged nadine nope gigga 
FOOTING 








appear on these pages have been 
picked as striking examples of mod- 
ern “copy” and “layout.” They will 
serve as guides to many other mer- 
chants. They will also give a bird’s- 
eye view of advertising as a whole. 

The effects called “stipple” and 
“Ben Day” are used lavishly to 
show the trims in the footwear of 
today. These effects fit very well the 
modern type of art work as it ap- 
pears today in all advertising space. 
Therefore, the shoe, not alone in its 
pattern and leather, fits the “en- 
semble” mode, but the mediums used 
to portray it in picture fit the gen- 
eral trend in the make-up of adver- 
tisements. 

The signatures of advertisements 
are coming more and more into the 
field of the hand-drawn. The feelings 
of quality, strength, exclusiveness 
and style, are all furthered in the 


And when you see the beautiful 
colors, and notice how completely 
they meet the smart apparel! colors, 
you'll realize that more than ever 
before the shoes of Fall have been 
definitely created to complete the 
smart ensemble—whether it bé for 
sports or street wear, general wear, 
afternoon wear or evening wear. 








IGGIN 


Your Shoemaa 












of shoe merchant advertising mes- 
sages, to learn the successful “ap- 
proach” to the sale. This is one of 
the most interesting highlights in 
such a survey. When a merchant can 
know what to say he has traveled 
far along the road to advertising 
success. 

Here are some of the striking sell- 
ing phrases: 

“The tailored woman combines 
the conservative with smartness and 
turns to Chandler’s for the solution 


















3344% of space in Wiggins’, 
your shoeman, of Casper, Wyo., 
is given over to illustration. If 
this percentage of illustration is 
used, the total size of space may 
be reduced, thus increasing the 
percentage of returns 

Chandler’s of Cincinnati, Ohio, 
demonstrate how advertising 
may be tied tégetley in series 
for-cumulative-effect- — 
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New Style in Ads 


Present Day Publicity Seeks to Attain the Same Stylefulness 
As the Shoes It Helps to Sell 


of her show problems.” Chandler’s 
Exquisite Shoes, Louisville, Ky. 

“Each season produces its own 
individual and aristocratic star in 
low heel, one-straps.” Nisley, Kan- 
sis City, Mo. 

“For the smartly dressed woman 
who enjoys walking and demands 
style as well...” Hanan & Son, 
San Francisco, Cal. 

“A gay collegiate pump of black 
patent . . . decidedly youthful in 
feeling . . . made to make the foot 
look smaller . . . and very smart. A 
large silver buckle adorns the strap 








A novel “signature” treatment 
is shown in Carlat’s Booteries’ 
ads, of Kansas City, Mo. The 
consistent advertiser displays 
ingenuity in making each ad get 
the benefit of its predecessor. 
“Related” ads are important 


Hills, of Tacoma, Wash., is sell- 
ing a specific quality of foot- 
wear. The illustration is well- 
handled and leads the reader to 
picture herself as she’d like to 
appear. The shoes become as- 
sociated with smart appearance 


By W. A. CONNELL 


of black lizard calf . . . and there’s 
a tan model, too, with a gold buckle.” 
Roos Bros., Oakland, Cal. 

“$13.50—to be worn with the 
black satin or velvet frock, and com- 
plemented with gunmetal hose.” 
Holmes, New Orleans, La. 

“. .. The very style you’d expect 
to see on a smart, gay boulevard.” 
Cunningham’s Cleveland, Ohio. 

“This smart shoe changes its colors 
to fit the ensemble.” The H. & S. 
Pogue Co. 

“A fashionable Myrod, developed 
especially for the tweed ensemble, 
in correct colors.” The Lindner Coy, 
Cleveland, Ohio. 

“In step with the vogue for the 
ensemble, and complementing the 
very charming brown and tan ver- 
sions of this delightful mode!” 
Livingston Bros., San Francisco, 
Cal. 

“White shoes will be dyed free of 
charge to match frocks.” Stewart & 
Co., New York City, N. Y. 

“The new color is among autumn’s 
smartest.” Hanan & Son, Kansas 
City, Mo. 

“Newness and smartness have 
placed tweed slippers high in the 


~ a k MG arla” 














favor of smartly dressed women.” 
Peacock Shop, Indianapolis, Ind. 

“New shades blend beautifully 
with the new fall dress and coat 
colors.” The Boston Shoe Store, 
Jackson, Miss. 

“Delightful new footwear to com- 
plete your fall costume.” Marshall’s, 
Oklahoma City, Okla. 

“Black and browns predominate 
in footwear, neutral tones, always in 
greater evidence than definite colors, 
in women’s smart fashions take 
black and browns as fitting accents 
to their chic.” Altman & Co., New 
York City, N. Y. 

“Maracaibo brown, the new fall 
color, is a live, warm autumn brown. 
It came to town with tweeds, little 
felt hats and brown furs, and now 
it is the important color for day- 
time shoes.” Franklin Simon & Co., 
New York City., N. Y. 

“Fashion’s darling reptile 
ploited by ‘Queen Quality.’” 
Brandeis Store, Omaha, Nebr. 

“Uneven hemlines guide eyes down- 
ward to feet clad in patent... 
important this season by reason of 
its affinity for lames, velvets, the 
lustrous fabrics . . . and the smart 
sophistication it lends to slender 
ankles.” Walk-Over, New York City. 

“Demurely named ‘Ann,’ is ut- 
terly feminine, with its graceful 
tongue and cut-out side. It’s beau- 
tifully snug fitting.” The Taft & 
Pennoyer Co., Oakland, Cal. 

“No one would ever know it... 
sensible shoes that prevent or cor- 
rect weak and fallen arches need not 
lack style.” Natural Bridge Arch 
Shoes, Covington, Ky. 

“The step-in with concealed gore 
is the acknowledged shoe for town 
street wear.’”’ Pedemode, New York 
City. 

“A rare note of sophistication 

. glitteringly beautiful, Stone 
evening slippers are available in all 
the favored materials of fashion.” 
Stone Shoe Company, Cleveland, 
Ohio. 


ex- 
The 


[CONTINUED ON PAGE 63] 
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This is not 
“School Days” by 
Dwig (to whom 
we apologize) but 
a pictorial pres- 
entation of what 
happens to a per- 
fect lady who 
enters the Yager 
store in Grand 
Rapids, Mich., ae 
with the laudable "ys ins 
intention of buy- : ‘eos 
SPOT, 















ing a pair of 
shoes 
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Yager of Grand Rapids, Sells His Customers Shoes, Hosiery, 
Bags and Costume Jewelry Before They Get Out 


. 


HE number of kinds of merchandise which may 

/ be successfully merchandised in shoe stores 

catering to a high grade clientele, is truly re- 
markable. George T. Yager conducts such an estab- 
lishment in Grand Rapids, Mich. A talk with him 
revealed some interesting sidelights that will appeal 
to those wide awake merchants who are anxious to 
keep pace with the times, and incidentally, to acquire 
many extra dollars. 

After building up a very profitable hosiery and 
handbag business in conjunction with his well estab- 
lished, high grade women’s shoe trade, the thought 
came, “why not semi-precious costume jewelry, too?” 
He reasoned that if this jewelry was shown to the 
public on the same basis as the other accessories had 
been, it would prove equally successful. Farther back 
in his chain of reasoning line, was the desire to have 
something entirely different from any other store. 

Several months of actual experience have given 
Mr. Yager some definite, concrete ideas on the value 
to a store of his type of handling other than the ordi- 
nary lines. Frankly, it took considerable diplomacy 
to get his permission to give his views.to the shoe 
world. 

“There is a place in every high grade shoe store,” 
Yager says, “for the sale of semi-precious jewelry. 





And there never was such a good opportunity as the 
present, due to the distinct tie-up of shoes, hose, hand- 
bags and jewelry to complement certain distinct cos- 
tumes. 

“The only way a shoe store can hope to compete 
with jewelry or department stores, is to have exclu- 
sive, attractive pieces not seen elsewhere. Very few 
jewelers are playing with these novelties that the 
women seem so keen on owning. Time spent on a 
careful selection will pay ample returns, for the entire 
secret of making important money in this profitable 
line, is in the displaying of the very newest patterns. 
Buy only a few at a time, then buy more new ones. 
If manipulated right, a one-time-a-month stock turn 
can be had. The average jeweler gets less than a one- 
time stock turn a year. Get the point? 

“Jewelry fashions call for the matching of a neck- 
piece and a bracelet, so a customer will buy a com- 
plete set. As is well known, a customer will not buy 
one set of jewelry to go with her various dresses, so 
it is possible to sell several sets to one person. 

“This fall there are six kinds of stones selling 
freely in the semi-precious group. They are chalce- 
dony, a blue; carnelian, a brown; chrysophrise, 2 
green; amazonite, a green; jade, a green; and onyx, 
black. 
[CONTINUED ON PAGE 63 | 
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ouble Your Sales of 
Galoshes 


There’s a Style for Snow— Another for Rain 


By HELEN M. HANEY 


HE family shoe store of the small merchant is 

the logical, as well as the most profitable, over- 

shoe mart of the many places in this country for 
consumer distribution, provided the retail shoe mer- 
chant builds up a reputation of having plenty of sizes 
in wanted styles. 

Another important factor in overshoe selling, not only 
for the family shoe store, but for the department, the 
general, and specialty shops, to remember, is to main- 
tain a prominent window display, from October 15 
through April, of several types of galoshes, not only 
types for light rains, but types for snow and slush. 

Good merchandisers of overshoes have said, and still 
say, over and over again, that ninety per cent of galosh 
sales are made through suggestion, enough sizes and 
accessibility of stock. This season, with so many styles 
available for heavy, as well as for light, weather there 
is a better opportunity than ever for the merchant to 
create “double-header” 
galosh sales. 

The captains of inten- 
sive selling of overshoes 
begin their operations 
with the arrangement of 
the stock. In addition to 
the regular sections which 
are allowed for overshoes 
on the store’s shelves, the 
bulk of this stock must 
necessarily be carried in 
the basement, or in an 
upstairs room. But the 
storeroom stock is all ar- 
ranged at the present time 
by the best merchandis- 
ers, with the thought in 
mind that at any time 
now a snowstorm may oc- 
cur with its resultant rush 
for overshoes. 

Each pair of galoshes is 
put into a carton, if it 
has not already been 
shipped in a_ separate 
container from the fac- 
tory, and the carton is 
plainly marked with the 
size and width of the over- 
shoe, as well as designated 
as to its style. The stock 
is then segregated accord- 


Photo courtesy of Hood Rubber Co. 


ing to its various classifications, and arranged on 
shelves in the basement, or upper floor, just as it will 
appear up-front on the shoe store’s shelves when the 
first storm comes. Experienced stock boys or salesmen 
are put in charge of this stock, both before and during 
the selling period, and are as familiar with the various 
numbers as is the concert pianist with the keys of his 
instrument. 


HE next strategic move on the part of the retail 

shoe merchant is to have a “Rubber-Wear” ad for 
the newspapers carefully prepared and set in type, all 
ready for release at the first sign of a snowstorm. A 
twelve to a twenty inch space is sufficient to tell the 
story appealingly to the public. 

This ad does not take the place of the current pub- 
licity on gaioshes which is now “on,” announcing that 
the store is headquarters for this merchandise, with 

advance purchasing by the 
few forehanded custom- 
ers, but it is an ad which 
the daily papers have been 
told to “fire as a broad- 
side” on the first snow 
signals. 

The student of con- 
sumer demand knows that 
there are always a great 
number of buyers of cold- 
weather galoshes who 
never make an overshoe 
purchase until the flakes 
begin to fall. No amount 
of advance argument has 
ever been powerful enough 
to convince these tardy 
rubber wearers to the con- 
trary. It is then that the 
lively skirmish com- 
mences. However, this 
last minute rush has been 
reduced from a complex 
to a simple, as well as a 
most profitable, problem 
by scientific merchan- 
disers, who are, right at 
this moment, all ready 
for the fray. 

A practise of big buy- 
ers is to leave an order 
with the advertising de- 


[CONTINUED ON PAGE 104] 
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Marott’s of Indianapolis Put Across 
a New Merchandising and Service 


Idea in Foot Health Week 


GREAT idea is given to all shoe merchants by the 
od Marott Shoe Store of Indianapolis through their inaug- 

uration of an Annual Foot Health Week. To Arthur G. 
Brown, general manager of the store, goes a world of credit, for 
he not only sponsored a very fine idea, but developed a success- 
ful merchandising venture as well. 

The general scheme carried throughout was purely an educa- 
tional program to acquaint the men, women and children of 
Indiana with the importance of foot health and the vital part 
proper shoes, exactingly fitted, play in improving health and 
making life more enjoyable. 

That people might make sure that the shoes they were wearing 
were the proper kinds of shoes for their feet, Marott’s had in 
attendance beside the regular store’s doctors, (Drs. Hal P. Smith 
and R. R. Cook), Dr. Schroeter, a well known podiatrist from 
Cincinnati. Hundreds consulted with Dr. Schroeter during Foot 
Health Week, receiving individual reliable professional advice 
without any charge whatsoever. 

Another feature was the radio broadcasting from station 
WFBM of the authoritative lectures with actual demonstrations 
by Dr. Schroeter. 

Maroti’s is said to carry the largest stock of corrective and 
comfort footwear in both flexible and rigid shanks in Indiana. 
Based on their belief that no one type of shoe is suitable for 
every foot, Marott’s do not concentrate on any one make and 
try to force its application to every foot. 

A very effectual newspaper advertising campaign was care- 
fully prepared by W. S. Akin, advertising counsellor for the 
Marott. firm. This campaign firmly established the idea of 


Better Fitting 


and 


Betters 
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Foor health Week 


August 6 to 11 


How do your feet feel? Weariness 
-. jumpy nerves . . foot aches .. many 
bodily ailments may be due to im- 
proper shoes! 7 


Women . . do you know that today 
you can get smart, stylish shoes that 
are really comfortable and correc- 
tive? Come in during Marott’s Foot 
Health "Week and let the shoe ex- 
perts show you these distinctive 
shoes and advise you concerning 
your foot troubles! There is no 
charge or obligation in any way for 
this invaluable service! 


This week . . consult Dr. Schroeter 
.- noted authority on feet! 


Because no one type of shoe is suitable 
for every fost, we do not concentrate 
om any one make and try te force its 
application to every foot. At Marott's 
you have the advantage ef the largest 
stock of nationally Tamous corrective 
and comfortable footwear in Indiana. 


* 
Proper Shoes Help Health 


“BUY SHOES AT THE SHOE SHOP” 
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Betters Health 


ales 


Two samples of the remarkable adver- 
tising done by the Marott Shoe Store 
before and during “Foot Health Week” 

—- —~ eee 





olor men— 
Mirch Preserver 
Bostonian Foot Saver 
Stetson Healdarc: 
Bostonian Pli-arch 





MAROETe 
rool Nealin Week 


August 6 to 11 











Men! Do you feel all worn 
out .. your feet dead before 
the day is done? It might 
be..the shoes you are wear- 
ing are not the type best 
suited to your feet! Come 
in during Marott’s Foot 
Health Week . . and let Dr. 
Schroeter, a noted authori- 
ty on feet, advise you! 


. Proper Shoes Help Health 
4 “BUY SHOES AT. THE SHOE SHOP” 
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Foot Health Week and conveyed to the general public the sin- 
cerity of purpose in instituting a special week devoted to “Proper 
Shoes Help Health.” The copy stressed the combination of smart 
style, having inbuilt arch and comfort features. The first of this 
series which appeared relative to this annual event, used the 
popular skyscraper motif and bold lettering to express the 
modernistic ideas of the Marott Shoe Shop. The remainder of 
the series used bold illustrations, women’s shoes dominating one 
and men’s shoes dominating another. 


HE attractive window display during the entire week created 

an unusual interest. It portrayed Foot Health Week by the 
unique and clever uses of surgical appliances, together with a com- 
plete showing of arch goods. The shoes were placed to display 
the advantages of their comfort features. 

To George D. Beckel goes considerable credit in his treat- 
ment of the theme. The backgrounds were of white sateen on 
which cut out létters spelling Foot Health Week were fastened. 
These letters were cut from white bristol board and were edged 
with red. Red Cross cut-outs from Johnson & Johnson suggested 
the health message. A clever touch to the whole window was the 
sign “Podiatrist’s prescriptions correctly filled.” 

The Marott Shoe Shop has experienced a singularly progres- 
sive growth, until today it is recognized as the third largest shoe 
store on the United States. It is constantly paying tribute to 
the unwavering integrity and sound business principles upon 
which George J. Marott founded -the institution forty-four 
years ago. 

The personnel of this eight-floor shoe store is as follows: 

Harry G. Summers, manager of women’s dept.; L. G. Cobler, 
mgr. men’s dept.; Raymond Smith, basement dept.; Virgil 
Gebauer, children’s dept.; H. H. Young, comfort slipper and 
outing shoe dept.; Wm. Waterman, receiving and shipping dept.; 
L. H. Noble, office mgr. and secretary to George J. Marott; Paul 
Darnell, shoe repair dept.; Claude Welch, delivery dept.; Anna 
E. Splam, credit mgr.; Drs. Hal P. Smith and R. R.. Cook, 
podiatrists; Leona Sams, hosiery; G. I. Thompson, auditor; 
Geo. D. Beckel, display mgr.; W. S. Akin, advertising mgr.; 
Edward J. Keller, controller, and Arthur G. Brown, general 
manager of the store. 





| 
i 
i 
4 
; 
: 


BOOT AND SHOE RECORDER 


November 17, 1928 


= N ew E Seveiner 
Allied Ele 


FRANK G. ALLEN 
President of Winslow Bros. & 
Smith Co. and Governor-elect of 

Massachusetts 


RANK G. ALLEN, Governor-elect of the State of 
Massachusetts, is president of the Winslow Broth- 
ers & Smith Co., whose sheepskin tanneries are in 
Norwood, Mass., the company having been founded in 
that town two years before the signing of the Declara- 
tion of Independence. He comes from a family many 
of whom have been engaged in the leather business for 
years. His father still conducts a tannery in Lynn, 
and marked up on the walls of this building are some 
faintly legible figures which attest the fact that the 
Governor-elect holds the record for taking skins off 
the boards on which they had been mounted for drying. 
Mr. Allen was born in Lynn and received his educa- 
tion in the Lynn Classical High School. He prepared 
for Harvard, passed his éntrance examinations with 
honor, but did not matriculate. Following a brief ex- 
cursion into the banking business, he took a position 
with his father and later went to work in Boston for 
Black & Newhall. Later he moved to Norwood and en- 
tered the employ of Lyman Smith’s Sons Co. 

With this company Mr. Allen worked his way up, 
step by step, and is now its president and active direct- 
ing head, as well as being a director of numerous other 
corporations and financial institutions in Boston. He 
also has played a prominent role in the civic affairs of 
his home town and of the State, having served as Rep- 
resentative and also as State Senator before being 
elected Lieutenant-Governor in 1924. 


CHARLES W. TOBEY 
Preside’ nt of the F. M. Hoyt Shoe 
Co. and Governor-elect of New 

Hampshire 


HARLES W. TOBEY, Governor-elect of the State 

of New Hampshire and president of the F. M. 
Hoyt Shoe Co., is a native of Roxbury, Mass., and 
has spent most of his business life in the financial dis- 
trict of Boston. In 1903 he moved to Temple, N. H., 
where he has since lived on a farm and in which State 
he has acted as New Hampshire correspondent of Kid- 
der, Peabody & Co., investment house of Boston. His 
offices are in Manchester. 

For several years, in addition to his business affairs, 
Governor-elect Tobey has been interested in civic affairs 
as well as in State politics. He has filled several offices 
of trust in his home town, has been president of the 
Manchester Rotary Club, chairman of selectmen in 
Temple, member of the New Hampshire House of Rep 
resentatives, speaker of the House and president of the 
State Senate, among others. In 1925, also, he acted 
for some time as Governor of the State during the ab- 
sence of the Chief Executive. He was elected to the 
presidency of the F. M. Hoyt Shoe Co. in August, 1928 
after having served on the board of directors for about 
five years, and has since devoted himself successfully tc 
its reorganization. 

During the war, Governor-elect Tobey gave pract 
cally all of his time to war work in connection wit! 


._Liberty Loan drives and as special assistant to Presi 


dent-elect Herbert Hoover, at that time acting as Foo 
Administrator. 
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‘There’s a New Style in Ads 


[CONTINUED FROM PAGE 57] 


“Nothing pleases a woman more than to see her- 
self in a becoming pair of shoes.” Cantilever Shoe 
Shops, Detroit, Mich. 

“*The shoe for the costume,’ dictates Paris. 
Raphael Weill & Co., San Francisco, Cal. 

“Youthful oxford and strap models typifying Bev- 
erly’s style and value-giving supremacy.” Harry 
Katz, Inc., Oklahoma City, Okla. 

“It’s smart to be comfortable in shoes as exquisite 
as these.” Bell’s Matrix Shop, Cincinnati, Ohio. 

“When gay days are followed with gay nights . . . 
the young miss prefers to go stepping out . . ina 
pair of the new . . Step-out Pumps.” Hornaday 
& Kluge, Inc., Oklahoma City, Okla. 

“Exclusive patterns, distinctive materials, authori- 
tative new colors in footwear of superb quality fitted 
by careful and courteous salespeople.” Royal Shoes, 
Kansas City, Mo. 

“To see them is to want them. . . They’re so 
new, so smart, so beautiful . . . as brisk and pleas- 
ing as a sunny autumn morning.” Parisian, New Or- 
leans, La. 

“ ,. .. high, but not too high (the heel low, but 
not too low) an entirely new-mannered pump 


that makes for perfect poise.” Saks-Fifth Avenue, 


New York City, N. Y. 


” ROWN Watersnake Everybody likes it! 
Everybody wants it! Especially when they see it 

in the superb quality and rare colorings shown by I. 

Miller. . . .” I. Miller, New York City, N. Y. 

“Slip an Arch-Preserver Shoe on your foot. First 
you’ll admire its foot-flattering lines. It is stamped 
with the smartness of Paris and New York, where we 
maintain studios so that our designers may sense every 
trend of fashion.” Imperial Shoe Store, New Orleans, 
La. 

“The charm of the genuine! 
one of autumn’s most popular style hits.” 
Louisville, Ky. 

“An exquisite expression of the shoe maker’s art 

. Beauty, grace and comfort were built into this 
exquisite expression of the shoe making art.” For- 
sythe, Cleveland, Ohio. 

“Suede steps to the fore in the winter footwear 
mode . suede in autumn browns, in new blues, 
in rich wine shades, and in the ever-fashionable 
black.” Crowley . Milner’s, Detroit, Mich. 


Alligator footwear is 
Petot’s, 


CWS 


eNCultiplying the Lefts 


[CONTINUED FROM PAGE 58] 
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“Aside from salesmanship in the store itself, we 
use only one other medium of publicity, and that is 
our windows. The newspaper advertising carries 
straight shoe copy. Sometimes a ‘P. S.’ is added, 
which says ‘Costume Jewelry and Bags.’ 

“The carrying of jewelry has proven to be a big 
drawing card. Since its addition we have noticed 
more and more women coming to us for their shoes, 
hosiery, bags and jewelry to match a recently pur- 
chased costume.” 

In parenthesis, it might be said that Yager’s is con- 
sidered a style leader, with the store having the ap- 
pearance of a sale each day in the week. Sales, how- 
ever, are very few and far between. 

Turning to another accessory, Mr. Yager explained 
why he thought so well of handbags. “While the turn- 
over in jewelry is very rapid, that on bags is even 
better,” he said. “The secret here, as in everything 
else, is to have something that no other shop is show- 
ing. That is not nearly so difficult as one might think. 
It only takes a little more study of current styles and 
the relation of these styles to the articles to be pur- 


chased. The beauty of the bag business lies in the fact 
that any woman who sees a bag in the window that 
she likes, will come into the store and oftentimes buy 
shoes and hose as well. Many men who come in for 
nice bags, can usually be sold a piece or two of jew- 
elry as well. It is surprising how a little intelligent 
suggestion will run a $15 bag sale into a hundred 
dollar bag and jewelry purchase. 

“We never talk ‘bags to match,’ but, ‘bags to har- 
monize or complement a costume.’ The volume busi- 
ness is done in prices from $8.50 to $16.50, although 
various grades are carried from $5.00 to $100.00. In 
jewelry the prices are around $35.00 to $50.00 a set in 
the best selling pieces. 

“The store arrangement has a great bearing on the 
final success of selling these items. Since a sugges- 
tion of a division was made in separating the shoe 
selling from the hose and accessory departments, a 
decided increase in both departments has been noted. 
This division, while only an archway coming a few 
feet down from the ceiling, proved to have the desired 
effect.” 
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Your Dead Stock 


is of no value to you until it is converted into money. 











The best modern merchandising practice demands that un- 
salable merchandise be immediately eliminated from your 


shelves. 


Manufacturers, merchants and jobbers who are interested 
in this disposal of their dead stock, are requested to write. 


KURSCH-BIACHIER 


M PANY ~INCORPORATE 
624 BROADWAY : NEW YORK 
Jobbers and Exporters 

































Do You Fit, 
"em? | 


Today Fir is the most 
important factor in shoe 


retailing. 
















You can’t properly fit your 
trade with one width any 














more than with one size. 







YOU MUST CARRY 
WIDTHS and 






ULL 
See — 








ENNA JETTICK | 
Hea/th mest of 












with 71 styles in stock— 
earried from AAAA to 
EEE—priced to retail at 
$5 and $6. 












































DUNN & McCARTHY, Inc., AUBURN, N. Y. 


_.. 
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TRIPLE --THREAT-- APPEAL 
1. LAST MINUTE STYLES - 
2. TO SELL AT POPULAR PRICES - - 
3. THAT FIT AND GIVE SERVICE - - - 




















Style 
No. 721 
In-Stock 
B, C, D—6/11 
$3.50 


$350 “MAN-TO-MAN” $3.50 


Young Men’s Full Grain Calf Skin Line 
LESS 4% A 
ON 6 PAIR & UP (Oak Back Bend Sales) ON 6 PAIR & UP 


15 FAST MOVERS REALLY IN-STOCK 


STYLE 

NO. GRADE IN-STOCK LEATHER PATTERN LAST WIDTHS SIZES PRICE 
705 Now Sunset Lustre Cf. Blu Ox. Frat BCD 6/11 $3.50 
706 Now Tan Sunset Lustre Cf. Blu Ox. Bobby-Jones BCD 6/11 3.50 
711 Now Tan Sunny Lustre Cf. Bal . Legion BCD 6/11 3.50 
716 Now Tan Sunny Lustre Cf. Blu . Bobby-Jones BCD 6/11 3.50 
721 Now Black Lustre Cf. Bal . Legion BCD 6/11 3.50 
723 Now Black Lustre Cf. Blu . Bobby-Jones BCD 6/11 3.50 
726 Now Black Lustre Cf. Blu . Bobby-Jones BCD 6/11 3.50 
728 Now Black Lustre Cf. Blu . Tech BCD 6/11 3.50 
730 Now Black Lustre Cf. Bal . Bobby-Jones BCD 6/11 3.50 
731 Now Black Lustre Cf. Blu . Legion BCD 6/11 3.50 
746 Now Black Lustre Cf. Blu Ox. Bobby-Jones BCD 6/11 3.50 
736 Now Black Lustre Cf. Blu . Bobby-Jones BCD 6/11 3.50 
745 Now Black Lustre Cf. Blu . Frat BCD 6/11 3.50 
750 Now Black Lustre Cf. Bal . Bobby-Jones BCD 6/11 3.50 
753 Now Black Calf. Bal . Vandy cD 6/11 


**Our Stock Department Will Give Real Service 
(Send Us Your Mail Orders) 





PPP PPP PP PP PPP Pp 


COMPANY J. W. Carter Company COMPANY 


Nashville, Tennessee 


MAN - - MAN MAN - TO - MAN 
FULL CRAIN CALF FULL GRAIN CALF 












(inderell4 


With Every Pair 
of Suede Slippers 
Sell a 


SUEDE 
BRUSH 


OU will render a real service 
to your customers. A suede 
brush will keep slippers clean and 
smart. Our line includes many 
sizes. Blocks of our Ace brushes 
are lacquered in beautiful colors. 





Write for prices to- 
day. Add suede brushes 


to your stocks now. 








Providence, R. I. 
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EVERETT & BARRON CO. 










A NEW TIMELY 
PROFIT MAKER 


FOR 


SMART SHOPS 


BRADKA 
BAGS 


Although they have been on the market 
for little more than a month, Bradka 
Bags are already selling in such promi- 
nent New York shops as 


ABERCROMBIE & FITCH MADAME BOB 

B. ALTMAN & CO. MARK CROSS 

DELMAN SHOE SALON MARTIN & MARTIN 

HANAN & SON I. MILLER & SONS 

LORD & TAYLOR SAKS & COMPANY 
STERN BROTHERS 

























An absolutely unique 
and smart wardrobe 
shoe case for travel- 
ers. In black or brown 
cowhide. Two sizes, 
for six or 12 pairs. 
The patented BRAD- 
KA BAG, once pack- 
ed, need never be re- 
packed. It is the 
newest accessory to 
the modern woman’s 


luggage. 

























Agencies are being es- 
tablished for the pat- 
ented BRADKA BAG 
daily throughout the 
country. Direct in- 
quiries due to our na- 
tional advertising cam- 
paign (see Vogue, is- 
sue of Oct. 27) will be 
sent to our authorized 


Opened, the BRADKA BAG = gs ——. x 


is hung ona closet door with having your name 
shoes ready for selection. esl ae a desler 


SCHMICKL & BRYON, Inc. 
873 Broadway 
NEW YORK 
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FOR THE SIXTY-SIXTH TIME? 


OR 66 years E. P. Reed 
and Company have been making fine shoes, and the 
same satisfying standards of quality have been built 
into our new models for Spring 1929. 

The smartest leathers, smartly cut and trimmed, 
in colors cleverly chosen from Fashion’s newest 
color card—here are style and quality to appeal 
to your best customers. 


MATRIX—far and away the smartest feature shoes 
to be found anywhere. 


VARSITY GIRL—sport shoes that set new sales rec- 





ords wherever sold. 

MODETTE—a new line of decided style value at a 
popular price. 

E. P. REED—our famous turned shoe models designed 
to meet every high-style demand 


Our representatives are now on their way to you 
—with a trunkful of surprises that will 
make 1929 a banner year. 


EK. P. REED & CO. « ROCHESTER. NEW YORK 
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Pema an Eye! 
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“Advancing Waves of 
Sweep Over The 
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Says Charles F. Kettering, President, General Motors 
Research Corporation, in “The Magazine of Business.” 


Continuing Mr. Kettering says: — 


Our civilization is built for economic mo- 
tion, and like riding a bicycle, it is easier 
for a man to stay balanced when he is mov- 
ing. Ours is a civilization of economic 


change. 


The fundamental force which changes busi- 
ness is quite simple. Two and one-half new 
millions of people are born in this country 
every year. So long as we have younger 
generations we will have changes. Their 
views are new, their tastes are new, their 
likes are new—and emphatic. Their effect 
upon the market is important, even beyond 


the proportion of their numbers. 


It is our organization’s business to discover, 
analyze and recommend improvements in 
products and methods. Like any other or- 
ganization, we must plan our work. Our 
only product is changes, so we must attempt 
to plan changes. Following economic laws 
was one of the first things we learned, per- 
haps the chief thing. Changes are made 
more smoothly and cheaply if we under- 
stand the force which compels change. The 
first law of economics is to be ready for a 
change. The second is to change at the 
going rate and each country and each group 


of people has its own rate of change. First 
should be decided what to do; second, how 


to do it. 


If we could let time stop, business could 
stay static. We cannot. In all that our re- 
search organization does, we remember one 
force: the calendar. So, whether business 
shall change is not a problem because in 
methods and goods we must undergo change. 
The problem then is, shall the change be 
sudden or gradual? One big change is 
likely to be much more expensive than 
many little changes. An organization which 
has not changed its methods does not know 
how to change. It has to stop and learn— 
and a pause in business is costly. 


To sum up: Business must change. New 
people born into the world force new 
things. We must change at the going rate 
of absorption of changes in the community 
and decade we serve. We must change in 
the way the consumer demands. We must 
prepare to change intelligently to meet 
future demands. We must make the changes 
smoothly, with little loss to the community 
or to the individual. But change we must 
inevitably. The calendar controls. 


( 
| 
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f} Other People’s Progress 
€} Unchanging Man 


Approximately 1300 years before Columbus dis- 
covered America, Marcus Aurelius put the same 
thought in four words when he said: 


“The universe is change.” 


Yours is very old stuff, Mr. Kettering— 
old as the hills— 

But everlastingly new— 

and TREMENDOUSLY IMPORTANT. 


More than forty-six years ago, when the Boot AND SHOE RECORDER was born, 
it took upon itself the task of becoming the research corporation of the retail 
shoe industry. 
At that time, price competition was just beginning to rear its head. Then, in 
rapid succession, came the department store, the mail order house, the style 
problem, over-production, hand-to-mouth buying, the chain store, and a mul- 
titude of other problems brought about by a highly sensitive economic read- 
justment. 
Each and every one of these brought in its wake a revolution in the accepted 
method of doing business. And all were anticipated by the staff of the Boor 
AND SHOE REcorpER, who, from vantage points in»the field, midway between 
merchant and consumer—sensed the impending changes and told RECORDER 
readers how best to meet them. 
It is this constant wakefulness—this constant seeking out of the new—which 
has filled our pages with vital merchandising information, taken instant ad- 
vantage of by the busy merchant who READS. 
For, curiously enough, I find that it is not the merchants with little to do 
who have the most time for reading. It’s the man who is up to his neck in 
work from sunrise to sunset who writes us, saying: 

“T read the REcoRDER from cover to cover.” 


Sucs ~~ 


President, Boot AND SHOE RECORDER 
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The distinctive feature of Littleway shoes is the meth- 
od used in lasting the upper to the insole. Instead of 
using tacks (the points of which clinch inside the shoe) 
the upper is wire-stapled to the insole, but the staples 
do not perforate the insole. The wire staple gives a per- 
fect fastening, maximum holding power, and comfort. 
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The Littleway Lock-stitch Shoe has the outsole attached by 
means of the lock-stitch, which is recognized as the most sat- 
isfactory, secure, and flexible form of sole fastening. 








Lock-stitch shoes made by the Littleway Process have essential 
characteristics demanded in women’s footwear today. 


Littleway shoes are light in weight, durable, and flexible. 


Littleway Process Company 
205 Lincoln Street, Boston, Mass. 
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ALL BUTTERFLY 


FOOTWEAR WILL 
NOW BE MADE BY 
a LITTLEWAY PROCESS 


WAY 

Listleway Shoes The retail merchant who seeks prestige 
for the as a stylist quite naturally prefers shoes 

Volume trade only from a manufacturer who also possesses 

a name for style—and in the five dollar 

retail volume field to say style is also to 


say Butterfly Footwear. 


LIBERTY SHOE COMPANY 


NORMAND P. LIBERTY, Pres. FREDRICK P. LIBERTY, Treas. 


FARMINGTON, N. H. 











PUMPS 
FOR IMMEDIATE DELIVERY 


MADRID—In Stock 


No. 1000—Grey Suede. .$4.50 
Ne. 1100—Brown Suede. 4.50 


BREEZE—In Stock 
Ne. 4000--Black Patent Leather 
Our square toe. Last No. 30— 
14/8-814 heel. 
AAA—5%-8 AA—5-8 

A—4%-8 B—3-8 


TRELLIS—In Stock 


Ne. 7100—Black Satin. .$4.10 
No. 8100 — Black Patent 
Leather $4.10 
Last No. 2400—24/8 heel. 
A—-8 B—2%- C—3-7 


VIVIAN—In Stock 
Ne. 6000 — Black Patent 
Leather $4 

Satin... 4.00 


Last No. 22—22/8-48R 
Our balloon toe. 


AA—4%-8 A—4-8 
B—2%-8 C—2%-8 


2511 TO 2521 SULLIVAN AVENUE 


lyle Stage 
ip Jer 
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FLO-FLO 


A BOOT OF REAL QUALITY—IN-STOCK 








/* Ad 4 


Py \ 


OW is the time to play boots. The style 
stage is all set for them. And don’t 
forget, little FLO-FLO is out in front. .She’s 
a sure winner—and how! to the tune of a 
quick profit. FLO-FLO is a hot baby—she 
fits—she has style—she has quality. Priced 


exceptionally low. 


THE FLO-FLO IN-STOCK, NOV: 25th 


No. 200—Brown kid vamp and keel, 
brown suede quarter. Brown kid 
strap with fancy buckle. Brown kid 
lined in cutout section of quarter, $4.85 


B 
31448 


No. 100—AIl patent leather with black 
lizard strap, fancy buckle. Red kid 
lined in cutout section of quarter, $4.60 


A 
44,8 


Shoe Mfg. Co. 


ST, LOUIS, MO. 


The birthplace of “Beauty Maid” novelty shoes—always snappy and the best for the price. 
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GET STARTED RIGHT 
for 1929 


at the 
One and Only 


N., S. R. A. From every great shoemaking and style center —-New Lines 


in America (St. Louis, too, enters the show this 

CONVENTION year) will come the new leathers, the new lines 
and the new ideas to be revealed for the first 
time AT THE CHICAGO SHOW. 


we Ge Spring This year a great super-style show will glorify —Style Show 
Styles first and the shoes of America and give every retailer 
first-hand! hints on setting a faster sales-pace in his town. 

This will include the first dramatic, educational 

and really effective showing of footwear fash- 


Put your store in ions for men. 


gear with N.S. R. A. “SHOES MARK THE MAN” has joined the —Advertising 


power for progress. list of great national cooperative advertising 


slogans. Come and hear about results already 
achieved, plans for the 1929 Men’s Shoe Cam- 


AMLIcCAs| 
MIGHTIEST Conferences, speakers and a motion picture _ 


showing graphically how an average-size shoe 


R E T Al L E R- store can be operated for better than average 


profit... for ample profit. 


C ONGRESS ALL THESE in addition to the greatest gathering of leaders from all 


sections in your line of business ... and the enjoyment to be had. 


HOTEL STEVENS [ 22% = 


In the World’s Largest Hotel 


Hundreds of sample rooms, 
thousands of sleeping rooms, 
four restaurants—every con- 
vention activity in your 


own hotel! Round trip 


from any point for one-and- 
i AR . one-half fare. Write or 
wire now for reservations to 


James H. Stone, Manager, 


National Shoe Retailers’ Association 
624 South Michigan Ave. 
rs = Chicago, IIl. 
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ODOT EEO 


WAGANG, 


No. B441—$6.50 


GENUINE 
Hazel Alligator Strap Pump 


LOA) 


G) 


BLN \4 


(Welt) 
269 Last 14/8 Wood Cuban Heel 


AAA-4%4-9 B-3 -9 
AA-4 -9 C-214-9 
A-3%-9 D-314-8 


DOAN 


BUNUSONOMOMUE 


TOTO) 


Detroit Office 
Burns-Gray Bldg.—Ray Wegman 


, NOY 


Es 


E Obintdide Mine tn Stock 


Chic and charming— 
with slender lines of 
gtace and beauty — 
FORD modes meet 
fashion’s favor in a 


distinctive manner. (Welt) 


Order Today effect 


Terms: Net 30 Days ‘A-3%4-9 D-3%4-8 


C. P. FORD & CO., Inc., Rochester, N. Y. 


NEW YORK CITY, MARBRIDGE BLDG. 


Chicago Office 
1815 Republic Bldg—Ray McCarthy 441 Marbridge Bldg—Jack Galway 
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No. 440—86.50 


GENUINE 
Hazel Alligator Tie 


269 Last 14/8 Wood Cuban Heel 
No. 441—As illustrated in one strap 
$6.50 


AAA-414-9 
AA-4 -9 


New York Office 








Ei i7a\bY@\t/@\h7@\1/@\!/@\t7@\N7@\s/@\i/@\t/@\h/a\! 











THE FAMOUS 
CONCAVE ARCH 


The most widely advertised line of dancing 
footwear on the market! Dancers know 
and demand the Capezio Concave Arch 
‘in both Hard and Soft Toe Ballet 
Slippers. Made of finest material 
and noted for long wear, perfect 
fit and beautiful appearance. 
Conforms instantly to the 
shape of the foot. Full 
stock always—at once 
delivery on all 

orders. 


Concave Arch 
Hard Toe Bal- 


let always in Write today for 
Catalog, Sales 


vad Bleek Ride plan and samples. 
Special shades 
to order. 





209 WEST 48*ST. 
NEW YORK CITY 











PROFITS 
from Men 6 


Nine out of ten men wear low 
shoes all winter. 

Ro ‘em spate—today a neces- 
sity! 


Colors—gray, fawn and popular 
shades Buy direct from manufacturer— 
asking. 


With leather piping and four *™ples for the 
button holes. Price $16.50 to $21 doz. pairs 


IN STOCK, IMMEDIATE DELIVERY 


FIT RITE OVERGAITER CO. 
526 So. Third Street PHILADELPHIA, PA. 






































on CO. 
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Rain...Snow...Slush... 


Business .... Business .... Business .... 














VVVVVVVVYV 





‘ 
¢ / 
ay 


¢ 





AAA MOR AAAARAAAA 


ONE OF THE SMART STYLED 
GALOSHES OFFERED THIS SEASON 


Tue sloppy season is disagreeable to everyone except 






the shoe retailer who finds in it the added profits of 





modern galoshes and other rubber footwear. 





Correct, modern style is the essential element in 





galoshes of today. The one illustrated is just another 





example of the style leadership that has helped to make 





the Hood plant at Watertown, Massachusetts, the larg- 





Hood galoshes are available est single rubber footwear factory in the world. 
in a wide range of modern 
styles, patterns and fabrics. 
Smart retailers know the 


value of displaying merchan- 
dise which embodies style 
leadership, as well as recog- 


nized comfort and long wear. 
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© gs record for delivering what we sell and 
guaranteeing our product is well known 


to every customer we have. 





Our sales offices are strategically located to 
best serve the trade. Our points of distribution 
are placed to maintain a quick and adequate 







supply to the shoe manufacturer and sole cutter. 
PP+y 





Emergency demands can be quickly met. It is 





always easy to reach a source of “Company Leath- 





er” and invariably possible to secure just the type 





of sole leather required. 





We believe that customer satisfaction is an 





invaluable asset and worthy of our ceaseless work 





and study. 







THE UNITED STATES LEATHER SELLING CORP. 


New York Boston Chicago Cincinnati St. Louis Richmond 








Selling Agents: 


McADOO & ALLEN L. H. NELSON & CO. 
Philadelphia San Francisco 

















NOTHING TAKES THE PLACE OF LEATHER 

















November 17, 1928 


In-Stock Centers: 
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ere’s STYLE... 


For walking —for sports—for home or 
office—and for semi-dress occasions 
there’s room in every woman’s shoe 
wardrobe for at least one pair of 
these smart Arch Form De Luxe Styles 
smartly fashioned by Queen Quality. 


THOMAS G. PLANT 
CORPORATION 


NEW YORK BOSTON ATLANTA 


to speed your 
Arch Shoe Sales 





> 
PF 000000 00 SE 


-y 





Queen Quality and Style have 

been synonymous. For it was as a 
Stylist that Queen Quality made her 
reputation and it was thanks to her style 
creating skill that Queen Quality’s sales 
achieved volume proportions. 


) Que For over a quarter century 


Little wonder then that shoe merchants 
alive to the great need for better styled 
arch feature shoes are turning to Queen 


Quality’s Arch Form De Luxe line. 


Forhere isan arch feature shoe that adds 
to the expected features of correct arch 
supportakind of high stylingthatwomen 
in the past have not found in the usual 
models from “comfort” shoe makers. 


In these days of busy, active women 
there’s a bigger market for arch feature 
shoes than ever before. Every woman 
is your prospect. 


Queen Quality’s Arch Form De Luxe 
shoes with their powerful plus in the 
famous trade-mark—make a strong 
arch feature proposition for the inde- 
pendent merchant who is feeling the 
pressure of the new competition. 





77 


BOOT AND SHOE RECORDER November 17, 1928 


A feature line of smart- — 
ly styled women’s welts, 
retailing from $7 to $8. 


The tremen- 
dous growth in 
the sale of Air- 
O-Pedics is due to 
the genuine merit of 
each exclusive feature 
of construction — and 
the wide variety of ap- 
pealing style in these ex- 
ceptional shoes. 50 styles— 
carried In-Stock from AAA to 
EEE are illustrated in the new 
Folder—just off the press. 
May we mail you a copy? 


- Room for cuboid. 


9 Reasons Why hate ~ 
- Ankle huggin at- 
1. A perfect fitter. 2: terns. te 


2. 
3. 
4. 


Air-O-Heel Rest. 


Air-O-Pedic snug fit- 


ting arch. 


Support for metatar- 
sal arch. 


- Special steel shanks. 
- Non-binding throat 


line. 


- Smartly styled 


welts. 


AIR-O-PEDICS FOR ACTION! 


AIR-O-PEDIC SHOE COMPANY 


MANUFACTURERS 


612 ATLANTIC AVE., BOSTON, MASS. 





ON AIR 


AIR-O-PEDICS 
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Wed like to hire 


a man 


as ambitious as 


kverett Blake 


E had the determination to make 

good, backed up by youth, health 

and an unconquerable willingness to 

work hard. Everything wasn’t easy for 

Everett Blake when he started with 

the J. C. Penney Company — but he 
stuck to it. 

It didn’t take him long to realize 
that J. C. Penney Company stores had 
something to offer that other stores 
didn’t have, and that success was sure 
to come. In all the town there was no 
other store with such values to offer, 
such a winning policy of “Golden Rule” 
dealing, such a scientific merchandis- 
ing system and huge buying power. 

Everett Blake recognized that if he 
was good enough, he wouldn’t fail to 
become financially independent. So he 
worked and worked, thinking always 
of the future. 

And finally the future became the 
present; he was made manager of a new 
J.C. Penney Company store, stocked up 
to the minute, in a fine location, in a pros- 
perous town. 

The rest was easy. In a short time he 
was worth a substantial sum of money. 
His salary assured him a good living, and 
in addition he received a generous share in 
all the profits of his store. Together, they 
amounted to a real sum—plus the divi- 
dends of J. C. Penney Company stock 
which hisrecordearned him the right to buy. 


CAN YOU DUPLICATE 
EVERETT BLAKE’S SUCCESS? 


We are anxious to give you your oppor- 
tunity, if you can qualify. But you must 


Started at bottom—now manager of prosperous 
store and stockholder in gur company 


have certain qualifications. There’s no 
exception to this—you must have experi- 
ence in drygoods, or shoes, or clothing; 
you must possess sound health, a good 
education, and a reputation for clean liv- 
ing. You must be young—between the 
ages of 21 and 35. 


If you can pass the test, write our near- 
est office today. It may prove the turning 
point in your life—and make you wealthy 
within a few short years. 


J. C. Penney Company, Inc., Attention 
Mr. J. D. Keyes, Room 1503-C, 330 West 
34th Street, New York, N. Y.; or Attention 
Mr. E. M. De Moss, Room 1051-C, 1010 Pine 
Street, St. Louis, Mo.; or Attention Mr. 
Wm. H. Dayton, Room 1323-C3, 1324 Russ 
Building, San Francisco, California. 


We are opening new stores all the time. 
We need more men—capable, ambitious 
—to train for the responsibility of 
managership. 


His success story is a sign 
post to other young men 


“Many young men are handicapped by 
lack of experience and by lack of capital. 
The J. C. Penney Company gave me both, 
and both in a measure far beyond my 
expectations eight years ago. 

“With only a discharge from the army 
and having just completed my college work, 
I did not have much to offer but I was 
anxious to secure a position that offered a 
real opportunity. The J. C. Penney Com- 
pany offered me an opportunity, then gave 
me the necessary training and finally fur- 
nished me the capital to operate on. 

“From the very first I realized that the 
J. C. Penney Company was anxious to see 
me go ahead. As fast as I could absorb, 
they gave me the benefit of their years in 
business and of their successful system of 
operation. 

“When I had acquired the necessary ex- 
perience, they furnished the capital to open 
a new store for me to manage. This was 
my store for I was to have a share in the 
profits. 

“Fortunately the store made money, and 
I not only had my share, but the J. C. 
Penney Company permitted me to invest 
the larger part of my store profits in the 
general expansion of the company. 

“Today in addition to my salary and my 
share of the profits of the store I manage, 
I have a generous income from the ex- 
pansion stock of the J. C. Penney Company 
that has been allotted to me from year 
to year.” 

Everett Blake, 
Meriden, Conn. 
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Style with the back- 

ground of the Hub 
Gore trade mark re- 
presents to the fem- 
inine customer all 
that is elite in foot 
ee a oe 


HUB GORE MAKERS 


Branch of EVERLASTIK, Zne. 
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Now 33 warehouse 
points put Hood Factory 


stock service “at your door” 


Branches and Stock Points 


Baltimore, Md. 
Boston, Mass. 
Buffalo, N. Y. 
Charlotte, N.C. 
Chicago, Illinois 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Dallas, Texas 
Denver, Col. 

Des Moines, Ia. 
Detroit, Mich. 


Grand Rapids, Mich. 


Indianapolis, Ind. 
Kansas City, Mo. 
Los Angeles, Cal. 
Memphis, Tenn. 


Milwaukee, Wis. 
Minneapolis, Minn. 


New York City, N. Y. 


Omaha, Neb. 
Parkersburg, W. Va. 
Philadeiphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Providence, R. I. 
Springfield, Mass. 
St. Louis, Mo. 

Salt Lake City, Utah 
San Francisco, Calif. 
Scranton, Pa. 
Seattle, Wash. 
Syracuse, N.Y. 


— service points carry a full territorial 
line of HOOD rubber footwear. You deal 
with a direct factory stock and command 
just the same products and courtesy as those 
merchants who live in the shadow of the 
great parent plant at Watertown, Mass. 


This far-flung service is the mainstay of over 
37,000 retailers to whom the name HOOD 
is assurance of instant response when they 
send even the smallest ‘‘size in’’ order. 
HOOD distribution service should be con- 
sidered in relation to your business and the 


present commercial situation. It conserves 
your working capital while standing ready 
at all times to keep your stock complete. 


HOOD RUBBER COMPANY 
WATERTOWN, MASS. 





Look for the Hood Arrow 





_| LRUBBER FOOTWE a PNEUMATIC TIRES | SOLID TIRES | | HEELS - SOLES ~ TILING | {| 


<a> 
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QUAKER 
BROWNS 


Color 


10 


Preferred by Critical 


Eyes and Fingers 


QUAKER CITY MOROCCO CO. 


95 South St. inal 519 Huntingdon St. 


Boston — Philadelphia 


REGISTERED 


RIT RAT ARAN LARIAT SRR ER 
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Better 


Little 


Shoes a 
- Five Essentials «- Fitting 
Not Ideal Baby Shoes 


Made (First) LENGTH; the shoe should extend at least half 
an inch beyond the toes. 


(Second) WIDTH OF TOE permitting ample room for 


freedom of movement. 
(Third) HEIGHT OF TOE to avoid pinching on the top. 


(Fourth) HEIGHT OF INSTEP. Many shoes are too 
tight across the instep and thus prevent proper 
development of the arch. 

(Fifth) GRIPPING AT HEEL to prevent rubbing and 


to give a firm leverage in walking. 





LAST 22 


IDEAL PLAN OF LASTS FOR 
NORMAL BABY FEET 


Last 22: The first foot-forming shoes which mould the tiny 
cartilages for future comfort. 

Last 44: For the average normal baby foot, especially as the 
foot begins to develop. This last is carried through 
to size 8. 

Last 66: Designed especially for the chubby foot, and known 
as the Combination or Army Last. 

This chart will be supplied for use in your department as an 


aid to you in fitting. Send for all advertising materials to make 
it easy to sell Ideal Shoes to mother., 





LAST 66 











Copyrighted 1928 Ideal Baby Shoe Co. 


RS. DAY’S IDEAL BABY SHOE CO. has launched upon a pro- 
gram designed to educate doctors, nurses, buyers and clerks in shoe _ oom seem 
and infants’ wear stores, and through them, the mothers, as to the 
reason for each type of baby footwear they produce, and the proper meth- 
ods of fitting baby shoes.- From every quarter come ample indications of 
far-reaching benefits not only to each Ideal customer, but to everyone con- 
nected with the subject of Baby Shoes. 





Trade Mark Reg. 4 . y : 
Above is reproduced one of the many pieces of literature being employed 


in this respect. 


MRS. DAY’S IDEAL BABY SHOE CO. 


Factory and General Offices, Danvers, Mass. 


New York” “Chicago St. Louis San Francisco 
387—4th Aveniie 323 West Jackson Blvd. 1307 Washington Ave. 49—4th Street 








- BOOT AND SHOE RECORDER 


oh, 
th 


Our New Spring Line—Out Nov. 17th 


will be an outstanding contribution to the shoe industry. New lasts, new 
patterns, new materials and new colors have been skillfully converted into 
creations so exquisite that your smart trade will find them irresistible. 
This line simply radiates profit. It is a supreme expression of what’s right 
in fashion footwear. You will want to see it. 


THE OUTSTANDING LINE TO RETAIL FROM $7.50 TO $10.00 © 
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THE 


YOLANEER 
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Patent, with Black Alligator 

Tongue. Patent, with Blue 

Lizard Tongue. Brown Kid, 

with Brown Chinchilla. 
Cuban Heels. 


$4.00 


Buccaneers are packed in 18 
pair cases—B wide. To facil- 
itate handling and prompt 
shipment we suggest case 
unit orders. 


3%-4-5-6-7 
1 2333321 
3-4-5-6-7-8 
"11123322111 


() BETTER BOOT 


I know that good boots are in for a profitable session 

—so we offer the “Buccaneer”. It has a swank that 
appeals to the “boot-wise’—a dash that puts it in 
the forefront of the vogue. If you are going to 
make real boot money—Buccaneer will do it. 
Orders by wire are advisable. 


Yours, 


Geo. M. RosEN, 
Gen’l Mer. 











57 Lincoln St., Boston 
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““Eversmart”’ 


These trim Gaytees have an adjustable cuff that 
turns smartly down when streets are merely 
damp—then turns snugly up when there's driv- 
ing rain or spattering slush. Brown, black or 
gtay wool jersey. Fast-color linings throughout. 
And, they are but one of the many styles of 
smooth-fitting Gaytees overshoes! Overshoes 
that women buy, not for protection alone, but 
because Gaytees are made in tweeds, twills, jer- 
seys and rayon mixtures, to harmonize with the 
clothes they wear. Because, too, Gaytees have 
a variety of heel-heights, lasts, colors and costs 
that suit individual tastes and pocketbooks. 


Why Gaytees bring in customers 


1. Lines are smart; styles attractive—and every 
model is light in weight. 


Pat 


2. New colors! (Rosy browns, tans and grays.) 
New fabrics! (Wools, tweeds, rayon-and-wool 
mixtures.) A harmonizing choice for every 
feminine costume. 


3. New lasts that fit the new Fall shoes! New 
heels —four different heel heights to insure 
trim fit and smart lines for every shoe you 
sell! 


4. Gaytees are nationally advertised, nationally 
known—and the fastest-growing name in rub- 
ber footwear! 


5. Gaytees’ wholesale distributing outlets, scat- 
tered the country over, offer a faster manu- 
facturer-to-dealer service than any other 
overshoe. 
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Gayte CS — the Tailored Diisiiess 


Reg. U. 8. Pat. Of. 


United States 


MADE ONLY BY 


&Y Rubber Company 


Trade Mark 
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on the 


elling hoes Road 


News of the Shoe Travelers 


Edited by HELEN M. HANEY 





Salient Selling Soliloquies 


By Epwarp J. RAFTER, OF THE JELLERSON-RAFTER Co. 


1.—The shoe business is essentially one of hard work. 
2—We cannot do business today by the methods of ‘yes- 


terday; nor by those of tomorrow. 


Every day pre- 


sents some new shoe merchandising problem. 
3.—Women buy shoes principally on account of the ap- 


pearance of the product. 
It pays to cater to the ladies. 


Women like pretty shoes. 
A woman sold wrong 


can seriously injure the business of the retail shoe 
merchant by as many customers as the. dissatisfied 
consumer has friends to whom to talk. 


4.—Color is the life of shoe merchandising. The Ameri- 
can woman has never been so sensitive to beautiful 
color effects as at the present time. 


5.—We must have a high protective tariff on shoes, the 
same as on all of our other manufactured goods, if 
America would keep her factories busy, with opera- 
tives well employed thus maintaining the high stan- 
dard of living and of purchasing power for the 
workers of this country, the prospective customers of 
our shoes, and of our other commodities, at retail. 








OULD S. PITCHER of Brockton, 

Mass., has left for St. Louis where 
he has accepted a position with the 
Hamilton-Brown Shoe Co. He will 
cover the larger cities east of St. 
Louis. Mr. Pitcher, one of the best 
known Brockton shoe salesmen over a 
long period of years, traveled for 
many seasons for the Thompson Bros. 
Shoe Co., but more recently he has 
been associated with the Richards & 
Brennan Shoe Co. of Randolph. 


JAMES L. TODD of Brockton, Mass., 

for several years associated with the 
Stetson Shoe Co. of South Weymouth, 
recently joined the sales force of the 
Menihan Shoe Co. of Rochester, N. Y. 
Mr. Todd will travel Ohio, which was 
part of his territory when he was sell- 
ing the Stetson line. He will make his 
headquarters in Cleveland. 


‘THE next meeting of the Shoe Trav- 

elers Association of Chicago will 
be held at the Palmer House, Satur- 
day, Nov. 24, featuring a complimen- 
tary luncheon to J. H. Stone, manager 
of The N.S. R. A. It is expected that 
the roster of the Chicago association 
membership will be ready for distribu- 


tion at this luncheon. This roster will 
contain the names and addresses of all 
members of the Chicago association 
and will be supplied to the members 
for their distribution in »the trade 
among customers and prospects. 


RS. GEORGE AFTEL, wife of 

George Aftel, formerly represen- 
tative of the Roth Shoe Mfg. Co., and 
now retired, died suddenly, Oct. 16 as 
o result of an attack of acute appen- 
icitis. 


INSLEY RAGLAND, who travels 

the Southeast for the Brockton 
Shoe Manufacturing Co., was injured 
in an accident at Chattanooga some 
few weeks ago. Mr. Ragland is con- 
valescing nicely and will soon be on 
the road again. 


J. KAHN, formerly with the 

¢ Menzies Shoe Co., now represents 

the O’Donnell Shoe Corp. in Chicago, 
outside of the Loop district. 


W. PHILLIPSON represents the 

* Morris Bros. Shoe Co. in New 

York City, Long Island, New Jersey 
and Connecticut. 





Herb C. Marxmiller James Hinton 

Herb C. Marxmiller represents 
Kurz & Lapidus, Inc., on the Pa- 
cific Coast. Mr. Marxmiller says 
that he believes that the shoe 
business for fall and winter will 
be good. Mr. Marxmiller’s mer- 
chandising counsel is “Make More 
Profit Per Pair.” James Hinton 
represents Johansen Bros. Shoe 
Co. in Northern California. 











Jo HAM, who represents the Ansin 
Shoe Mfg. Co., makers of women’s 
McKay novelties, misses’ and children’s 
shoes to the jobbing trade, with factory 
at Athol, Mass., and Boston office in the 
United States Hotel Building, recent- 
ly returned from a trip throughout 
his territory and reported conditions 
good. Mr. Ham covers New York, 
Pennsylvania, Ohio, except Cincinnati, 
West Virginia, Illinois — everything 
West of the River, and North to the 
Coast. Leo Silverman covers. the 
Southeast. 


E F. GRANEY of the Endicott- 
¢ Johnson Corporation sales force 
made a gain during the first week in 
October of 315 per cent over his 1927 
record; L. E. Cook made a gain dur- 
ing the same period of 205 per cent, 
while all the other E-J boys in New 
York and Pennsylvania, report more 
orders written for this period. 


OHN H. MEACHAM is now in 

charge of the recently opened St. 
Louis distributing branch of the 
Beacon Falls Rubber Co.; the new 
branch takes the place of the one at 
Kansas City, and is designed to carry 
stock and fill the demands of the dealer 
trade in Mid-western territory. Mr. 
Meacham was formerly connected with 
the Beacon Falls Rubber Co. in the 
East. At one time, he was in charge 
of the rubber department of the Hamil- 
ton-Brown Shoe Co. 
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FOR STREET WEAR 
THIS SPRING 


.™ customers will demand light neutral beige shoes, to | 


wear with putty, String and natural beige coStu- 
(Now Crstle Cbesie mes, with blues, greens, lavenders, and with 


L - ASprin g 1929 the new prints that combine putty 


colour with black, in- 
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Beach Tan — No. 910 
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Suwanee — — No. 172 . gare Tor Colour 92-N, or 
Grotto Blue — No 1300 
Turkey Red - No. 1225 Beuck in Colour 910. 
And you il buy these 
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csi eet Samples by request to 
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W. GROSS, 
eone of the 
“peppy” juniors on 
the selling staff 
of the Shaft-Pierce 
Shoe Co. has made 
himself well 
known in Texas 
and Western Loui- 
siana. At the 
Faribault, Minn., 
home of the “Acro- 
bat” shoe, the 
sales department 
declares Charlie 
Gross was “rarin 
to go” until given his clearance papers. 


Cc. W. Cross 


ERT GLIDDEN is in charge of the 

Boston sales office of Dodge Bros. 
Shoe Co., which moved a few weeks 
ago from 183 Essex Street to the 
Statler. 


ARRY S. BRANDMAN, advertis- 

ing manager of the Emerson Shoe 
Mfg. Co., is on a five weeks’ trip 
through the South and Southwest. In 
addition to handling the publicity, Mr. 
Brandman also assists in the sales and 
styling of the Emerson line and for the 
past three weeks has been preparing 
many of their new styles for late 
winter and early spring, which include 
a large variety of sport shoe numbers. 
Mr. Brandman makes a specialty of 
assisting customers with new ideas in 
dealer advertising helps. 


H ERMAN SCHROEDER, formerly 


a buyer for many years for Wein- 
stock-Lubin & Co., Sacramento, recent- 
ly resigned to join the traveling sales- 
force of the Hamilton-Brown Shoe Co., 
with San Francisco headquarters in 
the Pacific Building. Mr. Schroeder 
will cover a section with which he is 
thoroughly familiar—the Upper Sacra- 
mento Valley, Northern California, and 
a part of Oregon. 


HIL GREEN, representative of the 

Charles Meis Shoe Company, Cin- 
cinnati, is leaving Nov. 15 for a five 
weeks’ trip along the West Coast. 
There he will meet the newly appointed 
representative, Rube Seel, who will 
make the trip with him through the 
western portion of the States. 


D. CODDON 

has just left 
for his territory, 
which is composed 
of Iowa, Kansas, 
Nebraska, and part 
of South Dakota, 
where he repre- 
sents the Shaft- 
Pierce Shoe Co., 
Faribault, Minn. 
Headquarters de- 
care Ed is almost 
a “fanatic” when 
it comes to want- 
ing unusual im- 
provements in the line each season, 
but that he left for his territory this 
season, stating that if he ever had a 
complete line, he has it now. 


E. N. Coddon 


ARNEY LEVINSON, who repre- 

sents the Lamb Shoe Co., turn 
shoe makers of Brooklyn, N. Y., in 
New York, Philadelphia, Baltimore, 
Washington, and the New England 
States, will make his headquarters at 
9 622, Marbridge Building, New 
ork. 


RANK L. PARKER, who in the 

old days traveled for D. Armstrong 
of Rochester, and has since that time 
represented other houses in and out of 
the industry, now represents the Mil- 
dred Shoe Co. of Brooklyn. Mr. 
Parker has an extensive acquaintance 
among this trade. 





Flies to His Customer 


New York City.—N. K. Win- 
ston, of the Kahler Shoe Co., Inc., 
New York, fairly flew to one of 
his Canadian customers the other 
day. This customer was located 
in Montreal, and said that it was 
imperative that Mr. Winston 
should call on him at 11.30 that 
morning. The day that the re- 
quest came was clear, with only 
an occasional breeze. Mr. Win- 
ston made an early trip to the 
Newark airport, chartered a 
plane, and was off at 7.20 a. m., 
arriving at Montreal at 11.05 
a.m. Mr. Winston said that the 
airplane rode as easily as an au- 
tomobile. He enjoyed the air 
route so well that he returned by 
airplane the following morning, 
arriving in Newark at 10.30 a. m. 











Ast L. PLACE, who has recently 
been representing the Endicott- 
Johnson Corporation in the Akron, 
Ohio, territory, has recently been ap- 
pointed manager of the Endicott- 
Johnson Chicago district. He succeeds 
T. J. Doyle. Harry Livingston of 
Toledo succeeds Mr. Place in Akron; 
Julian Valago succeeds Mr. Livingston 
in Toledo. 





Creed of the Modern 


Salesman 


1.Sales are made in the mind, 
the buyer’s mind. 

2. A hundred calls may not pro- 
duce twice as many sales as 
fifty, but, in general, the more 
prospects I call on the more 
sales I will make. 


. Sales are made by talking your 
own goods, not by knocking 
your competitor’s. 

. Every customer I call on has 
the right to expect that I will 
not betray a confidence, that all 
my statements are true, and 
that any promises I make can 
and will be carried out. 


-I realize that my employer is 
interested primarily in sales 
made at a profit. Repeat busi- 
ness is usually less costly to 
get than new business. I'll get 
the new business but not at the 
expense of the old.—From The 
Daily News, Chicago. 
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G. McATEE 
* has recently 
been appointed 
California sales- 
man for the Lape 
& Adler Co., Co- 
lumbus, Ohio. Mr. 
McAtee repre 
sented the Utz & 
Dunn Company for 
seventeen years, 
and the Sherwood 
Shoe Co. for two 
years, in The 
Golden Gate State. 
He has an exten- 
sive acquaintance among retail shoe 
merchants and has made a close study 
of the demands of this trade. The 
permanent Pacific Coast address of the 
Lape & Adler sample and sales office 
is at Room 811, Lankershim Hotel, Los 
Angeles. 


Cc. GC. McAtee 


“He who wakes up and finds him- 
self famous hasn’t been asleep.” 


S. TROXEL of Elkhart, Ind., who 

* travels for the Mishawaka Rub- 
ber & Woolen Mfg. Co. in Northeastern 
New Jersey, met with a serious auto- 
mobile accident near Elkhart, Sept. 30. 
His car was suddenly forced into a 
ditch, throwing his leg violently against 
the gearshift and breaking the ankle. 
The fracture was diagonal, making it 
necessary to insert a silver plate, and 
he will be laid up for a considerable 
time. From January until June, while 
in his New Jersey territory selling 
Ball-Band Footwear, his headquarters 
are at East Orange, N. J. His many 
friends among the shoe trade in Kings 
and Richmond counties, New York, and 
Essex, Middlesex, Union and Passaic 
counties, New Jersey, will be pleased to 
learn that he is doing as well as can 
be expected and hopes to “carry his 
grips” as usual after the first of the 
year. 


F RANK W. NEWHALL, who re- 
cently represented A. M. Creighton 
Co. and prior to that for many years 
was New England representative for 
Williams-Clark & Company of Lynn, 
Mass., now represents the Melanson 
Shoe Co., Lynn., Mass., makers of wo- 
men’s, misses’ and children’s shoes. 
Mr. Newhall will cover Boston to 
Washington, Pennsylvania, New York 
State and New England. 

He is considered among the highest 
type of shoe salesman and his friends 
predict that with his knowledge of foot- 
wear, as also of his territory, he will 
undoubtedly have success with his new 
line. 


F. DREW, for- 

« merly with the 
Thomson - Crooker 
Shoe Co. and John 
Meier Shoe Co., and 
with a large circle of 
friends and _ trade 
following on the Pa- 
cific Coast, recently 
became affiliated 
with Dunn & Mc- 
Carthy, and will be 
located at the Au- 
burn, N. Y., factory. 





Special Process 
Medium 7 a Heel 
yelets 
B-945—Black . Moire Silk, 
pend 
ping 


REGENT 

22/8 Heel—Medium 
B-978—Black Suede .... ° 
8-979—Java Brown Suede...... 4. 
B-936—White Moire Silk with Silver 


CLARE 


Special Process 
22/8 Toe 























CLARE Cpotat P. 
14/8 Spanish Heel 
Medium Round Toe 
B- ‘White Satin 

B- ilver Kid.... 
B-919—Patent Leather 
B-920—Black Satin 
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Menihan’s Newest Numbers 
for Late Fall IN STOCK 


RAGLAN Goodyear 

Special Process 11/8 Leather Heel 

Medium Toe Calf 

B-952—Black Suede with Grain Calf 
Trim 


GARNET 


B-954—Java Brown Suede with Brown 
yaa ¥ Calf trim , 

B-955—Patent Leather with Bla 
Grain Calf trim $4.85 


Special Process 
22/8 Spike Heel—Round Toe 
B-922—Black Velvet with Black 
Satin Loops $4.65 


Medium Round Toe 
B-984—Black Calf with Gun rte 
m 


Leather with 
Pettipoint trim 


VIRADO 


B-958—Mat Kid 
B-959—Dark Blue 


Special Process 
‘oe 


CRICKET Special Process 
22/8 Heel—Medium Round Toe 
B-969—Brown Velvet with Brown 

— trim 


B-92 

trim \ 

8-929—Black Brocaded Satin wi 
85 


Black Satin trim 
19/8 Heel—Medium Toe 





RY Special Process 
19/8 Heel—Medium Toe 
Crepe Cl $4.75 


-966— te Crep lo 
(Suitable for dyeing purposes) 





SIZES AND WIDTHS 
AAA cocccee eS SS DD ccvcscceesl to 8 
AA coer e+ 4% tO8 C eyed yen wee to § 
A ccccceecd to 8 


Terms Net 30 Days 


THE MENIHAN COMPANY 
ROCHESTER, N. ¥., U. S. A. 


New England Office: Draper Hotel, Northampton, Mass. 
ELLIOTT LA MONTAGNE 











KINEO 


Special Process 
Round Toe 


B-912—Java Brown Suede with Brown 


im 


B-914—Patent 


Kaffr Kid trim 


REGENT Special Process 
38-inch Heel—Round Toe 

B-972—Patent Leather 

B-973—Black Szetin 

B-974—Light Bl 


Special Process 

Medium Toe 
B-930—Brown Suede with strap of 
$5.25 
of 
5.25 


GOALER 


Special Process 
Round Toe 


B-924—Patent Leather 
B-926—Black Velvet 
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MOSPHERE is an asset in selling 

shoes, particularly children’s shoes. 

This has been proved in the Frank 

Werner store on Market Street in San Fran- 

cisco. About a year ago the juvenile section 

was completely remodelled and picturesque 

decorations were installed that gave the place 
a story-book atmosphere. 

The whole idea was planned and executed by A. O. 
Dinsdale, a celebrated artist in wood, who is noted for 
nursery decorations and children’s interiors. Two main 
themes were worked out; one was the Pied Piper, be- 
cause the store features Pied Piper shoes for children, 
and the other The Old Woman Who Lived In a Shoe, 
of Mother Goose fame. 

The Pied Piper was life-sized and stood at one end 
of the long room. Upon an elevated platform he stood, 
a tall, lank, beautifully carved figure, highly attractive 
to the children with his funny nose, his black eyes and 
his whimsical, welcoming smile. He wears a sugar- 
loaf hat and tight yellow trousers, and his red cape, 
thrown back to show its yellow lining, is so realistically 
fashioned that one has to look closely to make sure 
that it is wood, not wool. 

The novel effect is continued between the divisions of 
shoes with painted panels of quaint, bright-colored 
houses, towers, and animals suggestive of Mother Goose 
Land, until one arrives at The Old Woman Who Lived 
In a Shoe, located directly opposite the Pied Piper at 
the other end of the shoe section. 


PON a high shelf rests the huge carved shoe, over 

six feet long and painted a rich dark brown. At its 
toes is a pink arch with green stairs supposed to lead 
up to the many-gabled house at the top of the shoe. 
Beside the arch stands The Old Woman Who Lived In 
a Shoe—an old-fashioned dame with a maternal air, 
and below her in a row are the same “so many children 
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Fitting stools shaped like elephants, chairs shaped like bears 
and wonderful kangeroos are some of the features of the chil- 
dren’s department in Frank Werner’s San Francisco. store 


she didn’t know what to do.” Each one is a distinctive 
figure representing some particular country in garb as 
well as appearance. They are gazing across at the Pied 
Piper, who is apparently trying to charm them away 
with his music while The Old Woman looks on in dis- 
may. 

Beneath this group is a jungle presentation in a deep 
recess in the wall. Against a colorful background 
painted to look like a futuristic jungle stand many ani- 
mals, fantastic creatures of all descriptions. 


HE decorative fittings also include a Noah’s Ark on 

rockers, big enough for two children; and chairs 
ranged along the wall for those just waiting are carved 
to represent black bears and queer kangaroos. The foot- 
rests are decidedly unusual. They are in the form of 
elephants, the upraised tusks and trunk holding the 
slanting rest for little feet. On the elephant’s back a 
gorgeously painted saddle is carved as a shelf for extra 
footwear to be tried on. 

The artistry of the whole, the bright colorings, and 
the novel, story-book theme, all combine to make this a 
shoe department that will linger in the mind of any 
child. This is proved by the fact that children ask to 
be taken into the story-book store for their shoes, and 
the children’s trade in that Werner store has materially 
increased since the installation of the unusual decora- 
tions. 
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IVE HER 
FURABILITY 
AS YELL AS 


STYLE 


Am D 


COM FORT. ‘= 





She'll appreciate a Tufskim sock lining as different, 
more inviting—easier and pleasanter when her 


shoes go on and off. 








And you have an added sales argument when you 
assure her that Tufskim will make shoes and ho- 
siery wear longer and better—that it can be kept 
neat and sanitary with soap and water without dam- 
age to itself or the shoe. 





There’s an extra profit in daintiness today. 


‘+++ RESPRO, INC. : 


sisomibine. R. 
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NATIONAL NEWS 


SATURDAY, NOVEMBER 17, 1928 


EVERY WEEK 





N.S. R. A. Style 


Revue Committee 


Headed by Fred E. Foster 


Plans Made for Elaborate 
Showing of Advance 
Styles 


President A. H. Geuting, of the 
National Shoe Retailers’ Associa- 
tion, this week announced the ap- 
pointment of Fred E. Foster of 
Chicago to be chairman of the Style 
Revue Committee for the convention 
to be held at Hotel Stevens, Chicago, 
Jan. 7-10, 1929. 

As chairman of the Style Revue 
Committee, Mr. Foster will have 
supervision over the production of 
the fashion show, which in recent 
years has come to be such an im- 
portant factor in the annual gather- 
ings of the N. 8. R. A. To this im- 
portant undertaking he brings an 
experience and a familiarity with 
details gained through long and 
close association with past conven- 
tions and style shows. As one of 
the outstanding retailers of Chicago 
he has naturally played an important 
part in the conventions which the 
national association has held in that 
city. Last year he served as chair- 
man of the general convention com- 
mittee and as such had a splendid 
opportunity to observe how the de- 
tails of the style revue were planned 
and carried out under the chairman- 
ship of Julius Goldberg. 

As previously announced, the details 
of the 1929 production will be in the 
hands of Ed Beck, Chicago producer of 
revues and theatrical presentations, 
who for a number of years back has 
engineered the technical end of N. S. 
R. A. shows. Mr. Beck has already be- 
gun the preliminary work of selecting 
the cast, planning the entertainment 
features, etc. Professional shoe models 
from leading cities of the country will 
display the newest and most beautiful 
creations of the shoe manufacturers, 
and the presentation, as in former 
years, will afford an opportunity to the 
merchants who attend the show to fa- 
miliarize themselves with the latest 
trends and developments in the world 
of footwear fashions. 

That the show will not only fulfill its 
educational purpose, but that it will 








live up to and if anything surpass the 
finest traditions of the N. S. R. A. from 
the standpoint of beauty and stagecraft 
is assured by the appointment of Mr. 
Foster as chairman of the revue and 
Mr. Beck as producer. As yet the gen- 
eral plan for the revue is in process of 
evolution, and it will be some weeks be- 
fore all of the details will be worked 
out. Mr. Foster and Mr. Beck are giv- 
ing consideration to a number of ideas 
any one of which can be worked out in 
the beautiful setting provided by the 
Crystal Ballroom of the Hotel Stevens 
to produce an effect worthy of the occa- 
sion, but the final result of their plan- 
ning will not be known until the retail- 
ers, manufacturers, tanners, salesmen 
and allied branches of the industry as- 
semble in Chicago in January, when it 
is promised they will witness a foot- 
wear fashion presentation surpassing 
anything ever heretofore attempted 
anywhere. 


Foster Succeeds Netter 


ToLeDo, OHIO—E. W. Foster is now 
buying the women’s and children’s 
shoes in the Lasalle & Koch store suc- 
ceeding Norman Netter. Foster for 


some time was shoe buyer for Lans- 
burg Bros., Washington, D. C., and 
previous to that was with the J. L. 





Hudson Co. of Detroit. 





Big Haverhill Group 
Going to Boston 


HAVERHILL, Mass.—Fourteen local 
shoe and allied manufacturing concerns 
will exhibit their lines at the seventh 
annual Shoe Style Show to be held at 
the Hotel Statler, Boston, Jan. 2, 3 and 
4. The local exhibitors will be the Gil- 
bert Shoe Co., the Clinton Shoe Co., the 
Melvin Shoe Co., The Crispin Shoe Co., 
the Wright-Gorevitz & McNamara Co., 
the J. A. Jonas Shoe Co., the Lexing- 
ton Shoe Co., the Hartman Shoe Co., 
the Haverhill Shoe and Novelty Co., 
Knipe Bros., Inc., M. T. Ornsteen Shoe 
Co., the Slipper City Shoe Co., the 
Model & Modern Shoe companies, the 
L. H. Hamel Leather Co. 





Attractive Brochure 


Boston, Mass.—The local Walk-Over 
Shoe Stores here have issued to the 
public an attractive “Advance Foot- 
wear” booklet of four reading pages, 
with blue and black pen-and-ink illus- 
trations, emphasizing the supremacy of 
American-created styles, with special 
reference to Walk-Over footwear. In 
a little folder within the booklet are 
eight photographs showing some of the 
new “de luxe” models, with price, and 
other description as to leathers, lasts, 
patterns, and prices. The size of this 
brochure is about 5 x 4 inches. 


O’Shea Joins A. M. C. 


NEw York, N. Y.—Alfred L. O’Shea, 
until recently assistant shoe buyer for 
the R. H. White Co., Boston, is now 
the buyer of shoes for the basement 
division of the Associated Merchandis- 
ing Corporation of this city. Mr. 
O’Shea succeeded Barney B. Kline, 
who has been promoted to the assistant 
merchandise managership of the A. M. 
C. basement division. Prior to his Bos- 
ton connection Mr. O’Shea_ bought 
misses’, children’s, men’s and boys’ 
shoes for the National Cloak and Suit 
Company. He has been identified with 
the wholesale, retail and manufactur- 
ing branches of the shoe business for 
the last fifteen years. 








Unique Boot Window 


St. Louis, Mo.— The Vogue Boot 
Shop, during the past week, has de- 
voted the entire west window to new 
1928 boots. Approximately seven 
styles were displayed in a window 
which had for its motif a winter scene 
with a touch of Russian atmosphere. 
Newspaper advertising was used and 
a special circular to the mailing list as 





well. 
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Beautiful — 


NISLEY 


SHOES 
(ey 


..and following more sales 
PROFITS! 


WHAT will assure profits to a well 
run shoe business better than forcing 
the public’s attention to the name and 
location of the store? . . . with that 
type of electric business sign which has 
beauty, brilliance, color and motion 
both by day and by night?’ 


Would you like, without obligation, 
a picture of your name and business as 
they would look displayed in the elec- 
tric words of one of these Flexlumes? 
Just write us to send you an architect’s 
color sketch and full information, free. 
FLEXLUME CORPORATION, 1741 Mili- 
tary Road, Buffalo, N. Y. 


Sales and Service Factories also at 
Offices in Chief Cities Detroit, Los Angeles, 
of U. S. and Can. Oakland and Toronto 





FLEXLUME 


ELECTRIC DISPLAYS 


THaers just the title of a popular song, 

but suppose it marked the hour for Fire 
to strike your store, your factory, your home! 
If you knew, you would be vitally concerned 
today about complete protection with the 
very best insurance you could buy. Unfor- 
tunately nobody knows, but the only safe 
way is to figure that it might come tomorrow 
morning and make certain now of adequate 
and dependable protection whenever you 
need it. 


Central policies offer that dependable protec- 
tion, backed by a company whose stability is 
unquestioned and which has a record of over 
fifty years of fair adjustments and prompt 
settlement of claims. The shrewd buyer con- 
siders also our dividend of 30%. 


If you are interested in highest quality of 
insurance, with a substantial saving in cost, 
write us for further information. 


*7-CENTRAL 


Manufacturers Mutual Insurance 
of Van Wert. Ohio. 


riersd ly 
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FIRE, AUTOMOBILE AND TORNADO INSURANCE FOR SELECT RISKS 
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First Hint of Winter 
Brings Galosh Demand 


CINCINNATI, QHIO.—A few rainy 
days the latter part of October started 
galoshes and other protective footwear 
moving in fairly nice volume. The 
rain was followed by a cold snap and 
a rush was made on shoe stores. The 
retail shoe business was not so good 
during October and the majority of 
women were in need of footwear, so 
the weather change was all that was 
needed to bring them out. One leading 
retail merchant reported sales for the 
first Saturday of November to have 
been higher than for any one day in 
the history of his firm and sales slips 
at an exclusive shoe department showed 
that more shoes were sold that day 
than any other day since the first of 
the year. 

Black patent sales are on the upward 
swing at the Rollman Shoe Department 
and suede continues very active. Some 
satin is moving, Manager Momper re- 
ported, and reptile is coming more in 
demand. Brown and black kid and 
black calf are fair movers and Mr. 
Momper expects them to improve their 
standing. Velvet is practically a dead 
issue at Rollmans. 

Colors are headliners at Irwins, with 
brown first, followed by blue, wine 
shades and green. Blue has been con- 
sistently good all along, but the popu- 
larity of the wine shades is recent. 
Bottle green has been fair since the 
opening of the season and is getting 
better. Mr. McNabb, manager at Ir- 
wins, reports suede very good, patent 
fair and reptile improving. Quite a bit 
of plain and brocaded satin is moving, 
the plain, in most cases, to be dyed to 
match the costume. 


Hutchins Shoe Stores 
Plan Big Expansion 


PHILADELPHIA, Pa. (UTPS) — The 
George Hutchins Shoe Stores, operat- 
ing five stores in this city, announce 
that they will open a store at Colum- 
bus, Ohio, at 39 East State Street, and 
one at Lancaster, Pa., 52 North Queen 
Street. This is the first move in a pro- 
gram of expansion, which contemplates 
in the near future store openings in 
Harrisburg, Reading and Wilkesbarre, 
all Pennsylvania towns. 

George Hutchins, president of the 
company, says that his company will 
be operating fifteen to twenty stores by 
March 1, 1929. The Columbus and 
Lancaster stores will be opened, as 
building alterations and stock receipts 
permit, within the next three weeks, 
says Mr. Hutchins, and the next three 
stores will be opened as soon as ar- 
rangements for leases and stock can 
be made. 

The George Hutchins Stores, Inc., 
operators of the chain, opened five 
stores in Philadelphia, March 3, 1928. 


New Thom McAn Store 


JACKSONVILLE, Fria. (UTPS) — 
Thom-McAn Co. large shoe chain 
opened its first store in Jacksonville 
last week. 














Store a Breektya. 





Pumpe—Opera 


=SATURDAY 


==] DPSS Subway Store 


Suede, in Brown or Bistk? Kid, in Brown or Black; Patent 
Leather, Setien, Alligsior and Lizard Grain. 


A New Basement Shoe Movement 

















MADE IN AMERICA! 


New Fall Shoes 
a, 3” wc iy 


an ey rated Sits of 6 Now Low Petes 
Pumps—Front Strap Pum; Wide Si Pumps 
Bucde Pampe Cut-Out Oxfords 
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New York, N. Y.—High style has 
invaded the basement shoe depart- 
ments. Hitherto, women’s shoes for 
basement departments have been ob- 
tained largely by the job lot method or 
by purchasing low priced foreign made 
merchandise. A new movement is now 
afoot which threatens to change the 
merchandising policies of basement 
shoe departments. One of the first 
stores to put the new plan into effect 
is Abraham & Straus, Brooklyn depart- 
ment store. This store and several af- 
filiated with it in a group buying or- 
ganization have placed large orders for 
American made shoes, all new and up- 
to-date styles, which can be profitably 
sold in these basements at around $4.00 


Sizes 3 to & Seturday—A @ B Sebway Store aah ty 





Widths AA te C 
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An “ad” exploiting the low priced domestic made shoes 


a pair. Through placing large orders 
such as this, the manufacturer is in- 
duced to make an extremely low price. 
The plan includes the frequent order- 
ing and ge | of shoes so that a 
steady stream of new styles and pat- 
terns is kept coming into the basement 
departments at all times. 

Merchandising men of the group buy- 
ing organization last year investigated 
the foreign market with the idea of 
making arrangements for the group 
buying of shoes. However, this idea 
was abandoned in favor of buying the 
shoes in America. Most of the stores 
that are marketing the shoes are ex- 
ploiting the fact that they are made in 
America. 





Whitmore’s Shop Moves 


PROVIDENCE, R. I. (UTPS)—Whit- 
more’s Shoe Shop here has» just re- 
moved to the newly-remodeled Alice 
Building, opposite the Boston Store, one 
of the city’s largest department stores. 
They are located on the second floor. 
The building is unique in its layout 
and Mr. Whitmore’s slogans take ad- 
vantage of this, announcing: “On a 
Street Above a Street,” “On an Avenue 
Indoors” and “A Tiny Shop Lane of 
Paris Brought to Providence.” 

For a limited time the store is offer- 
ing a pair of silk hose free with each 
purchase of shoes in the new shop. The 
shop is conducted by Roy Whitmore. 


New Cohen Store Opened 


BIRMINGHAM, ALA. (UTPS)—The 
Dan Cohen Co., operators of a chain 
of shoe stores, opened their new store 
here Nov. 8 under the management of 
Edward Weisman, who is prominently 
known in shoe trade circles here. 
Cohen, president of the chain was here 
also to attend the opening. ‘The store 





is located at 1826 Third Avenue, North. 





New Leased Dep’t Chain 
Opens in Ohio and Mich. 


ToLeDO, OH10—The first of a series 
of women’s shoe and hosiery leased de- 
partments to be operated in Ohio and 
Michigan has just been opened here in 
the Reynolds, sd store in the Spitzer 
Building, by the Mann & Baird Shoe 
Co. A second shop is to be opened in 
Detroit, Jan. 1. And a third in the 
same city just before Easter. 

Just pretty, snappy shoes for young 
women, retailing at $8.50 and $10.00 
will be handled. The hosiery stock will 
be very complete and of course only in 
the better grades. This firm is com- 
posed of H. H. Baird, who was buyer 
and general manager of the S.E.R. 
shoe stores in Detroit for eight years 
and Fred L. Mann, who is in the real 
estate and banking business in Detroit. 


Davis on Governor’s Staff 


New ORLEANS, LA.—Harry Davis 
who is in charge of the Walk-Over shoe 
stores has recently been appointed a 
-~ cas on Govenor Long’s 
staff. 
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=... Extra Service Features 


Extra service deserves—but does not always get—an extra profit. 


Miller Shoe Trees always get their share. They sell—because they 
are standard, tested, wanted merchandise. They are easy to sell and 
convenient to stock. 


You will usually find Miller Trees in the store that’s making money. 
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Big Business Increase 


Boston, Mass.— William  L. 
Weiss, shoe buyer for the Gil- 
christ Co., reports that the re- 
cently held Fifteenth Annual 
Sales Manager’s Record Week 
was highly satisfactory. The 
first day of the sale, Saturday, 
Nov. 3, showed a 15 per cent in- 
crease over the biggest day that 
the department enjoyed in the 
entire 73 years of the existence 
of this store. This statement was 
corroborated by President Felix 
Vorenberg; the sales ran into 
five figures. There were reduc- 
tions in all lines, with a leader in 
a cut-out tie, made to sell regu- 
larly at $7.50, featured at $4.85. 











Evans Joins Gimbel 


CuIcaGo, ILL.—Norvin C. Evans, for 
the last three years in charge of the 
shoe departments and buying for the 
three stores of The Wieboldt Co., Chi- 
cago, moves to New York City, Nov. 15, 
to be actively and prominently identi- 
fied with Gimbel Bros., Thirty-second 
Street and Broadway, in the manage- 
ment and merchandising of their down- 
stairs shoe departments. A thorough 
reorganization of these departments is 
contemplated. 

Prior to his connection with the Wie- 
boldt organization Mr. Evans managed 
the Pittsburgh store for Hanan & Son. 

Quiet in demeanor, courteous at all 
times, “Chick” Evans carries with him 
to his new responsibilities the hearty 
good wishes of all who know him, and 
an ability which readily enables him to 
keep step in the fast present day pace 
of merchandising in the footwear field. 


New Douglas Store Opens 


BROCKTON, MAss.—With the opening 
last week of still another new shoe 
store in Boston at 156 Massachusetts 
Avenue, the W. L. Douglas Shoe Co. 
now owns and operates 122 stores in 


It is the fourth store in 
Boston, and the new establishment, 
which is under the managership of 
Fred E. Aitken, will carry the full line 
of Douglas shoes for all the members 
of the family. The company now oper- 
ates stores in every State as far west 
as Colorado. Mr. Aitken has been as- 
sociated with the company’s stores for 
several years, formerly having been 
connected with one of the other Boston 
establishments. 


Shoe Dep’t for Hart’s 


CoLuMBUSs, OHIO (UTPS)—Hart’s 
Apparel, Inc., is the name of a $25,000 
corporation chartered by Abe Zimmer- 
man of Peru, Ind., M. J. Walsh and 
Catherine Connor for the purpose of 
operating a woman’s wear store in 
which the sale of women’s shoes will 
be an important factor. The company 
has taken over the lease held by Bart- 
lett’s at 166 North High Street. Abe 
Zimmerman is president, and M. J. 
Walsh, secretary of the company. 

_ The shoe department will be located 
in the basement. 


the country. 





Retail Merchants Report 


Interest in New Boots 


St. Louis, Mo.—Business during the 
past week continued to drag. This con- 
dition, according to a majority of mer- 
chants, was caused by the unseasonable 
warm weather. In those stores inter- 
viewed the month is running behind 
the same period of a year ago. The 
1927 figures, however, were the best 
for any month of that year. 

The first boots were featured during 
the week and, even with warm weath- 
er to contend with, aroused unusual 
interest. Actual sales in stores were 
spotty. Some reported little activity. 
Others announced good business on the 
new footwear styles. 

Black and brown suede in the slipper 
field continue to retain the style crown. 
Brown suede is more pronounced than 
black. A check in a smart shop re- 
vealed fifty per cent of the day’s sales 
on brown suede. The remaining fifty 
included black suede, brown kid and 
some reptiles. Blue remains a style 
factor in the better grade shops. One 
store of this type re-ordered on a pat- 
tern and it was the opinion of this 
operator that blue would be good until 
December and perhaps later. In the 
popular priced stores, a slight weaken- 
ing is reported. 


Two Cowens in Miami 


MIAMI, Fta.—Some confusion has re- 
sulted because of the similarity in 
names of the heads of two unrelated 
retail shoe firms in this city. David 
Cowen operates The Bootery, at 6 East 
Flagler Street, selling only women’s 
shoes; and has recently opened an- 
other women’s shoe store known as 
The Golden Boot Shop at 76 East 
Flagler Street. 

The other firm is the Cowen-Nankin 
Shoe Stores, Inc., of which Morris L. 
Cowen is president. This company 
operates the Cowen-Nankin Shoe Store 
at 59 East Flagler Street; the Econo- 
my Shoe Store at 6 N. E. First Street; 
the Florsheim Shoe Store at 2 West 
Flagler Street; the Juvenile Bootery at 
8 South Miami Avenue; and the Laud- 
—_ Shoe Store at Ft.»Lauderdale, 

a. 


Gundlach Retiring 


San JOSE, Cat. (UTPS)—George 
Gundlach, who has conducted a chain 
of retail shoe stores in California, deal- 
ing exclusively in ladies footwear, is 
retiring from business. The Gundlach 
Stores, including stocks from two 
stores in Oakland and one in Berkeley, 
combined with the stock of shoes in the 
San Jose store, representing more than 
$75,000, are being closed out in the San 
Jose store, at 196 South First Street. 


A Correction 


In the Rice-O’Neil Shoe Company’s 
advertisement on the inside front cover 
of the Nov. 10 issue of THE BooT AND 
SHOE RECORDER, it was erroneously 
stated that the concern’s new spring 
line would be out Nov. 15. The correct 
date is Nov. 17. 





Suedes and Reptiles 


Houston, Tex., Nov. 2 (UTPS) 
—“Brown and black suedes and 
reptiles are our best sellers now. 
These are in simple strap and 
step-ins,” says Mr. Tuffly of 
Krupp & Tuffly’s. 

Mr. Tuffly continues, “We are 
not having much action in either 
greens or reds, but blues are good. 
There is little change in any pat- 
terns. It is the simple shoe of 
smart lines that is in best de- 
mand.” 

Commenting on general condi- 
tions in the shoe trade for the 
city, Mr. Tuffly says, “Our busi- 
ness is fair at the present, but it 
is yet below normal.” 














Imported Shoe Dep’t 


LITTLE Rock, ARK. (UTPS)—A new 
shoe department has just been opened 
up by the Gus Blass department store 
here. The department is handling im- 
ported shoes in 30 styles and in colors 
and satins. The shoes are leather. An 
extra sales force was employed to dem- 
onstrate the shoes, that are made in 
Czecho-Slovakia in a manufacturing 
plant said to be the second largest in 
the world. 

Shoes will be sold at retail in the 
new store Montgomery Ward & Com- 
pany is opening here at 417-19 Main 
Street. A. Hemphill is district retail: 
store manager. 


Another Chisholm Shop 


CLEVELAND, OHIO (UTPS) — The- 
Chisholm Shoe Co. announces plans for 
the opening of another new store in 
Detroit, Mich., about Dec. 1. This 
store will be located in the Griswold 
Building. It will feature both men’s 
and women’s footwear. 

The new Detroit store completes a 
chain of 13 stores with 3 in Detroit, 1 
in Toledo, 1 in Columbus, and 8 at 
Cleveland, Ohio. The manager and as- 
sistant manager have not yet been 
named for the future Michigan shop. 


B. C. White Changes Job: 


St. Paut, Minn. (UTPS)—B. C. 
White of Detroit, Mich., has been ap- 
pointed buyer and manager of the shoe 
department of the Golden Rule depart- 
ment store. He comes from Ernest 
Kern Co., where he was buyer for the- 
upstairs store. His department includes 
shoes for women, children and men. 
The store-has just added the Adjustik 
line and is to have a week’s demonstra- 
tion with Dr. Schroeter of Cincinnati 
in charge. Mr. White succeeds Walter 
Peterson, who went to the shoe depart- 
ment of a Brooklyn store. 


Hadley with J. S. Wolff 


St. Louis, Mo.—C. H. Hadley, for- 
merly associated with Hanan & Son’s 
store in St. Louis, has joined the sell- 
ing organization of J. S. Wolff Co. in: 
the shoe department. 
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“Show Cards Double the Window’s Value” 


By inducing more window-shoppers to come inside, you get more shoes sold. Window-shoppers 
who pass on are frequently lost; they are liabilities. Turn them into a store asset, at least, by 
speaking to them thru effective Window Cards. Impress a thought upon their minds about your 


store service, styles, quality. Thought means action. 


Recorder Show Cards in your window will make your window-shoppers think 
your way—right at the moment of looking into the window—also when they 


remember to tell their friends what you said. 
Say nothing—they remember nothing! 


—~NOW READY — 
NOVEMBER Cards 


(Three Colors) 


” with snappy sales messages. 


Single Show Cards 


(Three Colors) 


Postage prepaid 
7 5 ¢ Each Immediate delivery 
Select any of these subjects by number 


WOMEN’S MEN’S 
. 1—Shoes Moderne. No. — — your style’s 
ere 


No. 10—Scotch Grain—rugged 
No. 4—HBvening Slippers. wear. 
GENERAL e. fe vy high =~. 
es 0. —For men 0 ep— 
No. an comfort and full toe last. 
No. 5A Better health — less HOSIERY 
atigue. No. 12—Smart hosiery. 
No. a aes Fit Shoes. 
No. —_ Game and CHILDREN’S 
No. 18—Boys and Girls. 
No. 7—Bountiful Harvest of No. 183A—For School. 


styleful footwear. 
No. 8—Pep—Style for vigor- ACCESSORIES 
ous youth. No. 14—Buckles—Bags. 
No. 8A—lIf not in the window. No. 14A—Galoshes. 


se Art Card Holder Base (above) 
Comes in either Gold or Silver trim—mottled finish, felt 
if you wish. Very 


Soe —.. ~~ ag —. in panel, 
sty and attractive. ou'll be proud of them al 
your finest window fixtures. - a 











Attractive 
Holiday Season 
Price Tickets 
With 64 prices:— 
69c to $17.50 


25c per doz. 


vigorous 6 doz.,, $1.25 


emands eerie nay 
‘ - Cash or Stam: 
orn Met KF) With Order 


necessarily limited. Orders 
filled in order of receipt. All 
orders to be mailed out on 
actlon? eure wovember cards— Green me red border ~~ Nov. 19 to 24. 


uch in r¥ 14 : o Saree 
ootwear eh A ps * Quantity of each printed price 











Bad to attract cus- hand prices 
w trim. black. (Actual size) 


Goicrtat, tult of of ae 
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Recorder Show Card Service 


—a practical business | 
builder for shoe merchants ¢ 


Name the three most progressive and successful retail 


stores in your community. 


In visualizing them what is it that your attention almost 
unconsciously focuses upon? The windows, of course. At- 
tractive, eye-compelling, these windows play a mighty role in 


building business. 


Do Your Windows Say, 
“Come In’? 


Effective window trimming is an art. 
Most merchants, lacking special training, 
have window trims that are only mediocre 
in their ability to produce business. Not 
so the shoe merchant who subscribes to 
the new, improved Recorder Show Card 
Service. With this remarkable sales aid 
at his disposal it becomes a simple matter 
for him to dress his windows so they are 
fairly alive—smart, attractive trims that 
extend a hearty invitation to “Come in 
and buy.” 


Show Cards with a personality 


The new, improved Recorder Show 
Card Service is built upon the premise 
that only those show cards are worth 
while that emphasize the outstanding 
desirability of the merchandise featured. 
The selling messages are sound, terse 
and punchy; the art work is timely, artis- 
tic; color schemes are harmonious and 
striking. Each month’s cards are different 
from the month before. 


Annual Card Service is exclusive for 
one merchant in an average size town, 
suburb or metropolitan shopping center. 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 


189 W. Madison St., Chicago 


Punchy—Novel—Arrtistic 


The new, improved Recorder Show 
Card Service is incomparable. Capable 
shoe merchandisers put into it their best 
thought. Every feature, every sales 
message, every drawing fits squarely into 
the general scheme of building a service 
that truly builds business for the shoe 
merchant. A golden opportunity for you 
to capitalize on your windows as you 
have never been able to do before! 


Try the Service for 30 Days— 
Mail the Coupon 


In the panel are brief descrip- 
tions of the several Services we 
are now in position to offer you. 
Select the one you wish. Try it 
for a month. Then if you are 
not entirely satisfied, you simply 
pay for the one month’s show- 
ing at the low yearly rate. Fair 
enough, you'll agree. Mail the 
coupon today! 


¢C 7 Oe 
Select the 
Service You Wish— 


Then Mail Coupon 


8 cards (7”x11”). 

2 Art Card Holders. 
No. 1 100 Blank Price 
Tickets 


$4.00 monthly ($48.00 the year). 


10 cards (7”x11”). 
4 Art Card Holders. 
100 Blank Price 


Service 





Service 


No. 1-B 
Tickets. 
$5.00 monthly ($60.00 the year). 


JUNIOR Be > 2 Art 


Ss Holders, or 
Service frames. 


50 Blank Price 





Tickets. 
$2.25 monthly ($27.00 the year). 


Printed Price Tickets 


12 each of any six prices, 50c. 
per month if wanted with any 
annual card service. 


O'\ oan etal 








COUPON 


BOOT & SHOE RECORDER, 

189 W. Madison St., Chicago, IIl. 

Please enter our order for the Recorder ‘‘Selling 
Messages” card service No. for one 
year, consisting of cards each month, 
and 2 art card holders, with the ‘first month's 
service, beginning with cards for September, for 
which we will pay $ per year, payable 
$ per month. 

For. cash in advance full 
discount. 


year’s service, 10% 


We sell Men’s, Women’s, Children’s shoes, buckles 
and hosiery. (Cross out lines not carried.) 
We prefer:—Card holders, or frames (gold) (silver). 
Place following initials on frames (not more than 
two).........Store name on card holders......... 
(letter plainly) 
Printed Price Tickets — ‘ 
$ $ $ $ $—— $ $— $— 


(Any price: 15c. per dozen) 


(Nov. 17th issue) 
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WHERE TO BUY 
Men’s Shoes 


< 


BOSTONIANS 
FOR MEN 
GOMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. E. NETTLETON co. 














Stacy Adams Co 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 

















Tie a ffwoe 


50 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


$00 peunea Orr 
KUMFORT-ARCH SHOE 
exCLUSIVELY BY MFG. 


EMERSON ERSON SHOE MFG 
MASS, 

















“HIGHEST 


EAST WEYMOUTH. MASS. U.S.A. 
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Don’t Push 
New Styles 
Too Early 


Manufacturers Fear Effect 
Will Be Bad If Light 
Colors Are Sprung Be- 
fore Warm Weather 


LYNN, MAss.—Things have slowed 
down here for the turn of the year and 
there is not likely to be much doing, 
excepting for certain seasonal special- 
ties, until after the buying for 1929 be- 
gins. A leading producer of high grade 
shoes is preparing for an expansion of 
business in his lines in 1929. One of 
the largest manufacturers of popular 
grades predicts that shoes will be 
cheaper in 1929, and, furthermore, that 
there will be more low price lines in 
the markets. 

A third concern thinks well of the 
prospects of medium grades, which, in 
some respects, is a new note in the 
trade. So there are opinions either way 
concerning the prospects for shoes in 
the season that is approaching. 

New samples have already been 
shown, and they feature the colors 
according to the chart, with some fa- 
voritism for the beige shades. But a 
lot of manufacturers are asking that 
the run on colors be held back until the 
time for offering them is ripe, instead 
of being pushed unseasonably early. 
There are a few manufacturers who 
are hopeful of a brisk business in patent 
leather novelties, such as can be worn 
under arctics during the winter. Busi- 
ness on suedes must be slowing down, 
for tanners have curtailed on this class 
of leather, one concern dropping from 
6000 to 1000 skins daily. 


Chapline Makes Offer 
for F. Mayer Stock 


MILWAUKEE, Wis.—Charles O. Chap- 
line, former vice-president and general 
manager of The Harsh & Chapline 
Shoe Co., Milwaukee, and more recently 
operating The Chapline Shoe Co., Los 
Angeles, Cal., has obtained the ap- 
proval of the directors of The F. Mayer 
Shoe Co. for his offer, in company with 
others, to purchase the stock of The F. 
Mayer Shoe Co. 

With Mr. Chapline in the proposed 
new company Messrs. George F. and 
Fred A. Mayer are expected to be 
prominently identified. The former is 
vice-president and general manager and 
the latter is secretary and assistant 
sales manager in the present company. 











Leather and Findings 


Men Hold Convention 


PHILADELPHIA, Pa. (UTPS) — The 
eleventh annual convention of the 
Leather and Shoe Finders Association 
closed here Thursday night of last 
week with a banquet, entertainment, 
and dance held at the Bellevue-Strat- 
ford Hotel. 

The business sessions of the conven- 
tion were held Wednesday at the New 
Hanover Hotel. Speakers included W. 
A. Christianson, Goodyear Tire and 
Rubber Co., O Bahlinger, O’Sulli- 
van Rubber Company, J. Ackley of the 
Graton and Knight Manufacturing 
Company, John E. Martin, Eclipse 
Cement and Blacking Co., B. Charnson, 
Silveright and Gutterman of Boston, 
John J. Conlin, and N. A. Seigel, presi- 
dent and secretary respectively of the 
Philadelphia Association. 

The speakers were generally con- 
vinced of the healthy state of the find- 
ings market and inclined to believe that 
it will continue firm against any con- 
tingency except overproduction. 

The association banquet was at- 
tended by 160. A feature of the en- 
tertainment was the “Rubber Heel 
Quartet,” sponsored by J. Davidson 
and including S. Schwaber, S. Klein, 
A. F. Bahlinger and C. C. Tucker. 

A trio consisting of W. Wellenbush- 
er, L. Freed, and Mr. Davidson provid- 
ed considerable amusement also. 

Convention committees were: Anni- 
versary, J. J. Conlin, chairman; Ban- 
quet, L. E. Freed, chairman; Reception, 
H. Goldberg, chairman; Program, R. P. 
Chamberlain, chairman, and Printing, 
J. H. Deacon, chairman. 

The convention program carried a 
memorial insertion to mark the passing 
of David Harris, Louis Fein, W. Koch, 
Thomas W. Jones, Samuel D. Phillips, 
Louis Sacks, Aaron Minkowsky, L. 
Silverman, and M. Sidkin, all members 
of the association who had died since 
the last convention. 


F. C. Rand Visits Chicago 


St. Louis, Mo.— Frank C. Rand, 
president of the International Shoe 
Company, also president of the Indus- 
trial Club of St. Louis, headed a dele- 
gation of outstanding business men of 
St. Louis, all members of the organiza- 
tion, who visited Chicago, where an in- 
spection of municipal developments was 
made, The group was shown about the 
city by officials familiar with every 
phase of civic improvement. Charles E. 
Williams, head of the C. E. Williams 
Shoe Company, was the other member 
of the shoe industry to accompany the 
party. 
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Extensive Broadcasting 


AusuRN, N. Y.—Enna-Jettick shoes 
for women, with factory here, com- 
menced weekly broadcasts of their 
Enna-Jettick Melodies on Friday, Nov. 
9, over the Columbia Broadcasting Sys- 
tem at 6.45, Eastern Standard time. 
This broadcasting supplements the 
Sunday evening Enna-Jettick Melodies 
feature, already taking the air at 8 
p.m. Eastern Standard time, over the 
Blue Network, the southeastern and 
southwestern groups of the National 
Broadcasting Company. This, it is 
claimed, is the first instance of the 
regular use by an advertiser of both 
of the great broadcasting systems. A 
minimum of 34 stations is involved in 
the November broadcasts. It is ex- 
pected that even more extensive hook- 
ups will be used for Enna-Jettick melo- 
dies commencing in December. 


U. S. Shoe Building New 
Plant in Louisville, Ky. 


CINCINNATI, OHIO — The United 
States Shoe Company announces the 
building of a new factory in Louisville, 
Ky., representing the latest and most 
modern in equipment and layout. It is 
of fireproof concrete construction, two 
stories high, 500 feet long, 60 feet wide 
and will provide for an increase in pro- 
duction of 4000 pairs a day. The new 
plant will be in full operation by 
Jan. 15 

This company, under the leadership 
of John G. Holters, has expanded stead- 
ily since its organization five years ago 
—an organization which brought under 
one control such well known brands as 
Red Cross, Flexridge, Imperial, Air 
Mail, Holters, Scheiffele and others. 
About one year ago two other brands, 
Ye Old Tyme Comfort and Sally Sweet, 
were added with the acquisition of the 
Alfred J. Sweet Co. of Auburn, Me. 

Active preparations are being made 
now for an unusual display and enter- 
tainment which will be the U. S. con- 
tribution to the education and enjoy- 
ment of those merchants who attend 
the N. S. R. A. convention in Chicago 
next January. 


Wage Decrease Granted 
by Mass. State Board 


BROCKTON, MAss.—Considerable im- 
portance is attached to a decision 
handed down by the State Board of 
Conciliation and Arbitration last week 
in favor of the Doyle Shoe Co. of this 
city in which wage reductions which 
average about 5 per cent per worker 

- were given for operations on third 
grade shoes. Since there are 19 other 
concerns manufacturing third grade 
shoes in the city it is expected that 
similar petitions will be made by offi- 
cials of these firms for similar prices. 

In the case of the Doyle company, 
however, the company has so changed 
its system that it is reported the pay 
envelopes of the employees will be little 
affected if they are not actually im- 
proved through the increased business 
which is expected to result. The com- 
pany officers claim that the new prices 
will enable them to compete more even- 
ly with manufacturers in centers where 
base prices are lower. 





Travers Joins Ranks 
of Footwear Guild 


Boston, MaAss. 
—Joe Travers 
recently associat- 
ed himself with 
The Footwear 
Guild, Ine, as 
buyer of women’s 
shoes. Mr. Tra- 
vers is very well 
known _— through- 
out the country 
through his asso- 
ciation with his 
father’s business. 
He joined his fa- 
ther’s organiza- 
tion, The Travers Shoe Co. of Lynn, 
Mass., in 1913 and acted in an execu- 
tive capacity in that company until the 
time of his father’s death. He then 
took control of the business until 1926, 
the last two years having been spent 
in buying shoes for several large mer- 
chant organizations in the East. He 
will make his headquarters at the Sam- 
ple Room of The Footwear Guild at 
207 Essex Street, Boston. 


Joe Travers 


Imports Increasing 


The United States, during the first 
nine months of 1928, increased the im- 
portation of leather boots and shoes 
(free) from 1,075,136 pairs valued at 
$3,893,940, to 1,901,769 pairs valued at 
$6,104,689; or increase in quantity of 
76.9 per cent and in value 56.8 per cent. 
Of these importations, 1,453,149 pairs 
(valued at $4,301,148) or 76.5 per cent 
were for women; 287,809 pairs (valued 
at $1,458,178) or 15 per cent for men 
and boys; and 160,811 pairs (valued at 
$345,363) or 8.5 per cent for children. 

Of the total importation, Czechoslo- 
vakia supplied 54.4 per cent or 1,034,- 
518 pairs, valued at $2,433,124. United 
Kingdom held second place as related 
to quantity, supplying 227,126 pairs, 
valued at $1,394,155 or about 12 per 
cent, followed by Switzerland with 220,- 
292 pairs, valued at $752,221, or 11.8 
per cent. 

Shoes for women were imported prin- 
cipally from Czechoslovakia, 934,111 
pairs; France, 146,115 pairs; Austria, 
112,379 pairs, and Switzerland, 109,657 
pairs. Out of a total of 287,809 pairs 
of shoes for men and boys imported 
during the nine months’ period the 
United Kingdom supplied 190,080 pairs, 
and Canada and Czechoslovakia, 48,233 
and 24,274 pairs respectively. Switzer- 
land supplied 110,535 pairs of chil- 
dren’s shoes. 


Kaplan to Go West 


Boston, Mass.—The Colonial Tan- 
ning Co., tanners of black and colored 
patent sides and kips, announce that 
Kivie Kaplan, a member of the firm, 


has been appointed western sales man- | 


ager and will leave soon on his first 
trip. Mr. Kaplan heretofore has han- 
dled sales in New England. Phil Beau- 
champ, a well known leather salesman, 
is now connected with the firm. 


WHERE TO BUY 
Men’s Shoes 





WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 


A. H. RIEMER 
SHOE CO. 


since 1887 
Milwaukee, Wis., 
U. 8. A. 

















a [FgSEARY, PROFITABLE 
BUSINESS IS WANTED.SELL- 
ag 





WHERE TO BUY 
Slipper Quilting 


A A A a ee 








SLIPPER MANUFACTURERS, 
ATTENTION! 


We Do Quilting 
wet quichest “service see 


FENKART & SONS, INC. 
815 22nd Street Union City, N. J. 

















WHERE TO BUY 
Shoe Buckles &@ Fabrics 


y<VEITH > V 
CUT STEEL— 5 
E IMITATION STEEL 
| BEADED 
SHOE BUCKLES 


T A. & H. VEITH, INC. T 
Hh nan man SO, Now Yo’ 





——— 


Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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MAISON MANN, ine. 


“Decidedly Different” 
Importers and Manufacturers 


4 
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Cut STEEL 
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BEADED- RHINESTONE 
3 West 20th St., New York 
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WHERE TO BUY 
Ballet Slippers 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 


Women’s, 6108 






Bend for Mail orders prompt- 
Samples ly attended to 
ROTH & ROSENBERG SHOE CO. 





124 N. Srd St., Philadelphia 








Brooks Ballet Slippers 


Black Kid 
Made on 
Right and 
Left lasts 





Women’s Misses’ Child’s 
No. 600 $1.45 $1.40 $1.35 
No. 609 1.30 1.25 1.20 


Coast Prices Slightly Higher 


BROOKS SHOE MFG. CO. 


1725-35 No. 6th St., Philadelphia. 
Los Angeles: 1162 So. Hill St. 











In Stock Black Bal- 
let Slippers 


Child’s $1.15 pr. 


BLOG SHOE CO., INC. 
147 Duane &t., 
New York, N. Y. 

















WHERE TO BUY 
Children’s Shoes 


“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 

Boston Office: Statler Bldg., Room 532 

















WHERE TO. BUY 


Store Fixtures 





if 


NEW GOODWIN CATALOG | 
| 
| 


of SHOT TORE FIXTURES 


STORE INSTALLATIONS 








Lord Joins Johansen 
Bros. Organization 


Becomes Director of Sales 
December 1 





R. E. Lord 


St. Louis, Mo.—Harry G. Johansen, 
vice-president and general manager of 
the Johansen Brothers Shoe Company, 
of this city, announces the appointment 
of Roger E. Lord as director of sales, 
effective Dec. 1. 

Mr. Lord has had a rather unusual 
and varied experience in the shoe busi- 
ness, having been connected with the 
Endicott-Johnson Shoe Company for 
the past eighteen years, starting in his 
youth in the great tanneries of the En- 
dicott company, after which he worked 
through all departments of their fac- 
tories, later spending nine years in sell- 
ing on the road, culminating in the lo- 
cation of the great distributing plant of 
the Endicott-Johnson Shoe Company in 
St. Louis, where he became the man- 
ager and director of sales, having un- 
der his direction 115 salesmen. In a 
short period, he developed a business 
through the St. Louis plant in excess of 
fifteen million dollars. 

He is a nephew of H. B. Endicott, 
founder of the company, and a brother 
of C. B. Lord, former vice-president 
and general manager of the parent 
company, who has since retired to en- 
ter the banking field. 

Roger E. Lord, during his residence 
and business connection of thirteen 
years in St. Louis, has built up a host 
of friends, both in and out of the shoe 
trade, and has a wide acquaintance 
with retail merchants throughout the 
territory extending from coast to coast. 

The Johansen Brothers Shoe Com- 
pany is one of the pioneer shoe manu- 
facturing concerns of St. Louis, having 
been organized by Messrs. Johan and 
Mikkel Johansen in 1876. The policy 
of this concern has always been that of 
making ladies’ quality footwear, and, 
under the able management of the two 
brothers, it helped to build in the early 
days the reputation that St. Louis now 
enjoys for good shoes., 

In the recent years, under the able 
management of Harry G. Johansen, the 
Johansen Bros. Shoe Company has led 
the upward trend in the development of 





stylish footwear, and today the product 
of this great factory, running in excess 
of four thousand pairs daily, consisting 
of turns and McKays, is sold in the 
best shoe stores throughout the nation. 

Owing to the substantial increase the 
company has enjoyed the past year and 
with the added services of Mr. Lord, it 
is considering an expansion program 
very shortly. 





Boston Boot and Shoe 
Club to Meet Nov. 21 


Boston, Mass.—The Boston Boot 
and Shoe Club will observe its annual 
Trade Night at Hotel Statler, Wednes- 
day, Nov. 21, this being the club’s 244th 
monthly dinner-meeting. 

President Horace R. Drinkwater will 
preside and will introduce a number 
of prominent representatives of the 
allied industries who will speak briefly 
on the shoe price situation, the hide 
market, export shoe trade opportunities 
and other live topics of the moment. 
There will be a special interpretation 
of the outcome of the Spring Style Con- 
ference in New York, Nov. 13, and as 
a background for this, a display of the 
1929 spring leathers will be made. Mu- 
sic will be furnished by a section of the 
famous Stetson Shoe Band. 

Several leading members of the 
trade who recently have been in Europe 
have been specially invited. It will be 
one of the club’s most important and 
interesting get-togethers. 





Boot Orders Helping 


Factory Production 


HAVERHILL, Mass.—After a lapse of 
several years, boot production has be- 
come a feature of local shoe production. 
The old-style high lace boot does not 
threaten to return to popularity, but 
in its place has come the smart bootee. 
This mode was first regarded by local 
shoe men as of doubtful value, but it 
has gained at least temporary favor. 
It is not yet considered exactly a good 
risk, but its introduction has served to 
stimulate immediate business. The new 
boot types of ankle height with turned 
down collars, manufactured in both 
plain and two-toned effects, at the pres- 
ent writing constitute a very substan- 
tial part of the production of several 
local plants. 

Business in the local shoe district 
has declined steadily since the close of 
October, but new business on the new 
boot types has given temporary stim- 
ulus to some lines. The immediate busi- 
ness in the prevailing low cuts is large- 
ly on straps, notably the slender effects 
and ties, running from one to three 
eyelet modes. 

Brown ooze continues to run well in 
the leathers, also patent and alligator. 
Velvets are in limited use. 


Shark for Men’s Shoes 


PEABODY, Mass.—Shark skin, both 
genuine and embossed, is being tested 
out here for men’s shoes, as well as for 
trench coats, and the leather experts 
are wondering if fashion is to develop 
in the men’s trade coats and shoes to 
match. 
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Reorganize Vulcan Last 


PoRTSMOUTH, OHIO (UTPS)—The 
reorganization of the Vulcan Last 
Corporation, following a number of 
meetings of the Stockholders’ Protec- 
tive Committee is now practically as- 
sured. The Vulcan Last Corporation 
operates 11 plants at Portsmouth and 
other points for the manufacture of 
lasts, wood heels and golf clubs. Stock- 
holders are requested to deposit their 
stock with the Central Trust Co., of 
Portsmouth, under the terms of the 
agreement. They are advised that the 
only liability undertaken by the deposit 
is the proportional share of the expense 
which will not exceed 30 cents per 
share. 


Allen-Edmonds Shoe Co. 


Is Name of New Concern 


BELGIUM, Wis.—W. A. Edmonds, of 
the Edmonds Shoe Company, Milwau- 
kee, manufacturers of the Foot Fitter 
line of men’s dress shoes, announces 
that he has completed arrangements to 
liquidate the Edmonds Shoe Company 
business entirely in Milwaukee, and 
that he and some of his associates have 
retained the copyrights, patents, lasts, 
dies and patterns on which the Foot 
Fitter line has been made heretofore. 
These have been moved here to Bel- 
gium, where the Foot Fitter line will 
be made in the future. 

Mr. Edmonds has purchased the in- 
terests of R. A. Spiegel in the Allen- 
Spiegel Shoe Mfg. Company, who have 
heretofore made men’s dress shoes un- 
der the trade name of “Osteo-path-iks.” 

A change in the name of the concern 
will be effective immediately, and here- 
after all of the Foot Fitters formerly 
made by the Edmonds Shoe Company, 
Milwaukee, and all of the “Osteo-path- 
iks” formerly made by the Allen-Spie- 
gel Shoe Mfg. Company, Belgium, Wis., 
will be made under one management 
known as the Allen Edmonds Shoe 
Company. This will materially in- 
crease the output of the Belgium plant 
and enable the concern to specialize on 
these two feature lines. Both lines 
will be reduced in number to the few 
popular styles, and they will be carried 
in stock. 

W. A. Edmonds will be president of 
the new concern; W. F. Schanen will 
be vice-president, and E. W. Allen will 
be secretary and treasurer, also gen- 
eral manager. A complete force of 
salesmen has just started out with the 
concern’s lines. 


Haverhill Association 
Plans Membership Drive 


HAVERHILL, Mass.—An organization 
of 50 of the leading shoe manufacturers 
of the city is the goal of the Haverhill 
Shoe Manufacturers for 1929. Re- 
organization plans now in process, to 
take formative shape on or before Jan. 
1, indicate that the shoe men contem- 
plate an organization of much increased 
numerical strength and greater scope 
than ever before. Myer T. Orensteen 
of the M. T. Orensteen Shoe Co., is the 
president and chairman of the board 
of trustees, and Fred L. Cooper is gen- 
eral manager. 





Boston Show Will Have 
Big List of Exhibitors 


Entire Floor of Hotel Set Aside for 
Men’s Shoes 


Boston, Mass.—More shoe manufac- 
turers have already contracted for 
space in the Seventh Annual Boston 
Shoe Show, which will be held in the 
Hotel Statler, Boston, Jan. 2, 3 and 4, 
1929, than have participated in any of 
the previous shows yet conducted under 
the personal direction of J. G. Brown. 

In addition to the large number of 
shoe manufacturers who will display all 
kinds of footwear during the three days 
and three nights that the event will be 
under way, there will be a number of 
leather and accessory exhibits in the 
ballroom and sample rooms on the 
fourth, fifth, sixth and seventh floors 
of the hotel. 

A significant feature of this year’s 
show is the fact that an entire floor has 
been set aside for the display of men’s 
shoes. The products of many of the 
leading men’s footwear producers will 
be shown in the sample rooms located 
on this floor, and it is bound to create 
much interest in men’s lines, due to the 
concentration of lines which will be a 
time saver for the shoe buyer who may 
be pressed for time. 

Fashion’s Footwear Fancies of 1929. 
a runway spectacle, during which some 
100 living mannequins will parade be- 
fore the buyers, showing the latest in 
Spring footwear will be a feature of 
the evening’s program during the three 
days that the show is under way. This 
year the revue feature will be more 
elaborate than in previous years and 
will be under the personal direction of 
Philip Melhado, who has served in Shoe 
Show directorship capacities for many 

ears. Cooperating with Mr. Melhado 
in the staging of this revue are a num- 
ber of committee men who know styles. 


R. F. King Resigns from 
J. M. Herman Shoe Co. 


Boston, Mass.—Rudolph F. King, 
formerly associated with the J. M. Her- 
man Shoe Co., 564 Atlantic Avenue, 
Boston, Mass., in the capacity of pur- 
chasing agent, has tendered his resigna- 
tion from that position, same to become 
effective within the near future, this 
due to the fact that Mr. King is con- 
sidering other fields of endeavor in 
which he anticipates soon to be en- 
gaged. 

Mr. King has for many years served 
in the capacity of upper leather buyer 
for the company and later added to his 
duties the buying of supplies and find- 
ings, which connections have gained for 
him a wide circle of friends and ac- 
quaintances throughout the shoe and 
leather trade. 


New Firm in Lynn 


LYNN, Mass.—Harry Weinstein has 
withdrawn from the Puritan Shoe Co., 
and has formed the Weinstein Shoe 
Co., to make novelty McKays at 589 
Essex Street. Mr. Weinstein learned 
shoemaking in London, England. He 
is an expert on upper leather. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





, Greatest Value 
$1.65 


EB wide, 8 to 9. 
Send for samples 
and we will prove 
t. 


WM. SUMNER SMITH 














PARISTYLE FOOTWEAR MFG. CO., INO. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Tea, Ostalog 
sent on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 








Two Strap Sandal 
“Hand Turned” 
In Stock 
C to E—2%,-9 
No. 3-2 at $2.35 


MORAN-HERMANN- 
MeMANUS, INC. 
Aubura, Mal 











rail 





Best grade kid, 

built on New 

Spring Last — 

Ecru Felt Lined 

—Heavy hair 

best pad. Chrome 

. ee .Chrome 
sf), _507,, * Outsole. 

FREEMAN-THOMPSON SHOR CO. 
ST. PAUL, MINN. 
Manufacturers of Masterfelts 

Everything in Slippers 
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WHERE TO BUY 


Women’s Novelties 








Values! 


If you want to see 
some prices from 
$2.00 to $3.60 
send for circulars. 





Samuel Cohen 
Shoe Co. 
72 Lincoln St., Boston, Mass. 




















WHERE TO BUY 


Bowling Shoes 













p IN-STOCK 
cheney Smoked Elk 
$3.25 


BROOKS 
SHOE MFG. CO. 
Philadelphia, Pa. 
Lee Angeles, 1162 Se. Hii Street 


1726 Ne. 6th St., 





WHERE TO BUY 
Standard Shoe Materials 








The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish. 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Besten, Mass. 


est Virginia 


high reputation of its users 
is significant of its merit. 


West Virginia Pulp & PaperCompan 
est i 7m) 
A how _rag New York Chicago af 






































Double Your Sales of 
Galoshes 


[CONTINUED FROM PAGE 59] 


partments of their local dailies to 
phone them should a snowstorm break 
during the late night or early morning 
hours. The buyer then takes a look 
at the weather, tells the newspaper 
men to go ahead with the standing ad 
for the next morning’s papers; phones 
his assistant and two or three of the 
other boys to report at the store for a 
quick transfer of storeroom stock to 
shoe store’s shelves. When the door 
opens the next morning and the crowd 
surges in, the entire personnel of the 
store is properly organized, not only to 
pass out the goods but to fit customers 
and fill phone orders. 

The salesforce usually attends strict- 
ly to selling and fitting; experienced 
stock boys “stand on guard” over the 
cartons and as fast as a number is sold 
run back to an orderly kept “nest” in 
gaa of the store and make a quick 

-in. 

Retail shoe merchants in big cities 
have arrived at their stores with a few 
assistants as early as 1.30 in the morn- 
ing to make the transfer of additional 
stock to meet the demand for galoshes 
created by the storm, and have worked 
right through until late that night. 
They have moved more goods, in this 
instance, and say that the small retail 
shoe merchant can do the same, by 
of the store personnel, and prepared- 
timely advertising, good organization 
ness as to sizes and styles. 





Factories Expect Spring 
Buying to Start Dec. 1 


CINCINNATI, OHIO — Everything is 
pretty quiet in the shoe manufacturing 
district although one or two factories 
are running at capacity and several 
others are busy cleaning up fall busi- 
ness. The majority are running one 
to three days per week but it is thought 
that they will resume work on half to 
full time basis shortly after Dec. 1. 

Wholesale houses and in-sock depart- 
ments of manufacturers are receiving 
a nice volume of mail orders for imme- 
diate sales. These orders tend to show 
that black patent is making a strong 
comeback and that suede continues in 
active demand. Colors are coming more 
in demand as shown by these orders as 
brown, green, red and blue are being 
called for in sizable orders. Wholesal- 
ers also report the galosh business to be 
picking up although most orders call 
for only a few pairs of a kind. The 
light-weight two-way galosh with zip- 
per or concealed strap seems to be a 
favorite. 


Pattern Co. Opens Branch 


HAVERHILL, Mass.—The Lawrence J. 
Ewing Shoe Pattern Co., 86 Wingate 
Street, one of the best known pattern 
houses in the New England industry, 
has opened a Newburyport branch 
which is in charge of George McCarthy. 
The Ewing company has gained a wide 
reputation as designers and manufac- 
turers of shoe patterns. 





WHERE TO BUY 
Spats 


Oi ei lie ell ec lali ehtli hla tl 





English 
Type 


Are your Spats long enough in 
front? 

No. 102—English type with leather facing 
and top turned in leather. Colors, fawn and 
gray, $21.00 per dozen. 


Assorted samples in one, two and three 
dozen lots cheerfully submitted on approval. 
Prices from $18.00. 


GOLD SEAL 
536 Broadway 





New York 








Imported English Made 
Broadcloth 
Spats 





IN STOCK —IMMEDIATE DELIVERY 


BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 














WHERE TO BUY 
Slipper Supplies 








POMPOMS AND ROSETTES 
The right merchandise at the right price. 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 





693 Broadway New York City 

















Prominent Leather Man 
A Republican Elector 


Samuel Rothschild, Head of G 
Levor, to Cast Vote for Empire 
State 


GLOVERSVILLE, N. Y.—Another ieathe 
man has stepped into the political lime- 
light as a result of the national elec- 
tion held Nov. 6. 

Samuel Rothschild, president of G. 
Levor & Co., of Gloversville, appointed 
before the election as one of the Re- 
publican electors of the State of New 
York, will have the opportunity of do- 
ing his part in casting the official vote 
of the Empire State for Herbert C. 
Hoover when the electoral college holds 
its meeting. 
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X-RAY SHOE FITTER 


Overcomes Competition 


An X-Ray Shoe Fitter in your store will expand 
your trading circle, hold old customers and 
attract new by its extraordinary advertising 


appeal. 
Competition fears the X-Ray. Let us tell you 
how easy it is to own one of the powerful trade 
builders. 

Write for Booklet. 


X-RAY SHOE FITTERS, Inc. 
Milwaukee Box 92 Wisconsin 











The CAHILL CARTON 


“The Carten That Opens in the Front” 
pee, 


ee 
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A Buckle Holder 
That ~ ~ ~ V4 
Holdse 


The improved Victory Holder with its pin-like 
prong and projecting nub on upper jaw will 
prevent accidental detachment of buckle. It 
holds tightly on vamp and insures complete 
satisfaction. Be supplied with these holders 
as the big ornament season progresses. 

The only patented detachable buckle holder 
on the market. Infringers will hear from us. 


Fleming & Keevers Co., Inc. 


Northampton MANUFACTURERS Massachusetts 











CAHILL BOX MARKER 
(Copyrighted) 
A VERY EFFECTIVE 


MACHINE 


For printing the 


stock number, 
and 


description, size and width 
selling price of the shoes on the 


carton or the index card for the 


Cahill carton. 


PRICE, $4.00 
Mailed on Approval 





yp ee ge ee 
y = y or —— 
anywhere knocked down at 
lowest freight rates. 
Cost less though made of 
better materials. Samples 
er salesman on request. 
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Greeley Knows 
How 

to make a _ comfortable 
house Boudoir which the 
average woman prefers. In 
colors or black, with leather 
or rubber heels. If 
IN your jobber can’t sup- 


STOCK ply—write us. 


36 Pair Cases 








FY A. W. GREELEY 
DK 12 Duncan St. - - ~- Haverhill, Mass. Bx 





HARRISBURG, PA. 


None Better than the old 
Perfection!! 


Wool Kerseys — Pearl 
Gray, Fawn, Med. Gray, 
Lt. Fawn—Taupe—Black 
—All Wool Felts—Pearl 
Gray — Taupe — Brown — 
Black and Lt. Fawn. Our 
leader a 4 button Spat 
for Men— Samples and 
prices on request! 


PERFECTION OVERGAITER CO., INC. 
107 College Street Burlington, Vermont 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers to come in 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. 
LINES WANTED , vertisers desires replies forwarded direct to their 
OS Minimum Charge 75c. each word of their address must be counted in 
7c per word. Minimum Charge $1.25 and paid fer accordingly. 
Payment in advance is required, except when 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 























SALESMEN WANTED SALESMEN WANTED POSITION WANTED 








LIVE WIRE 
SALESMEN WANTED 


to carry a line of work and chil- 
dren’s shoes in the following 
territories : 

Northeast Texas 

Southeast Texas 

New Jersey and New York City 
Virginia, Maryland, Delaware, 


WANTED 
For Alabama, Mississippi, Mis- 
souri, Kansas, Wisconsin and 
other desirable territories, 
salesmen to carry as side line 
the fastest short line of in- 
stock styled Corrective McKay 
Arch shoes, priced at $2.85 
and $3.85. Liberal commis- 


SHOE Buyer, Sales Promoter, Volume _ Pro- 
ducer, Aggressive, wants to change. Address 
D-785, care Boot and Shoe Recorder, 80 Fed 
eral St., Boston, Mass. 





SHOE Department manager wants a higher 
job. Excellent references. Address 1-795, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 


POSITION WANTED—Do you want a man 

experienced in shoemaking in all depart- 

ments on Women’s McKays? Can qualify in 

quality and production. Experienced in cost- 

ing. All grades. Address D802, care Boot 

oe Shoe Recorder, 80 Federal St., Boston, 
ass. 





and D. of C. 
Alabama and Georgia 


care Boot and 
80 Federal St., 


sions. Good opportunity for 
big earnings. Address—Cor- MANAGER—SHOE, BUYER.  Versed_in 


: modern merchandising methods, systema- 
rective Shoe Company, St. tizer. Can train salesman in correct fitting 
Louis, Missouri. and increasing sales. 





Sales Promoter. Plenty 
of experience and best reference. Address 
D-806, care Boot and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 


pag many | Fam, tet Sesion - ay od 
or Buyer for ladies’ high grade shoe depart- 
Salesmen Wanted ment. Six years in present position. Expert 
stylist. Good merchandiser. Excellent record, 
best of references. Address D-807, care Boot 
Michigan, Wisconsin and Minnesota; _ Shoe Recorder, 80 Federal Street, Boston, 
to carry a two-tray line of popular ae 

priced Stitchdowns on straight com- EXECUTIVE. Available December Ist. | Po- 
mission basis. Side Line allowed. sition as buyer-manager of large medium 
Addo D-791, eave Boot end Shee priced or high grade department or store. 


Knows shoes and how to build them. Fully 
oaageae 80 Federal St., Boston, acquainted with wholesale and retail situations. 
ss. 


Boston, Mass. 














We will have several very desirable 
territories open after January ist. 
Applications will be considered at 
this time from salesmen with es- 
tablished trade for a fast selling 
line of ‘“‘Extreme” women’s novelty 
shoes, “In Stock,” to retail at $4, 
$5 and $6. ——— commission 
basis. Only po * with established 
trade need ap Wm. Marks 
Shoe Co., 1406 , aR... Ave., 
St. Louis, Mo. 


to travel in Alabama, Ohio, Maryland, 





Address D-810, care Boot and Shoe Recorder, 


80 Federal St., Boston, Mass. 











LINE WANTED 


line wanted. Excellent references. 
Address D-796, care Boot and Shoe Re- 
corder, 80 Federal St., Boston, Mass. 











A nationally known long-established HOE 
wholesaler of better grade women's novel- 
ties carried In Stock has openings in 
several territories for commission sales- 
men with good records. Please give your 
complete story in first letter—it will be 
held confidential. Address D- 


Nationally advertised Chicago 
general line shoe manufacturer will 
soon: have several territories: open. 
a nen 7 o- 
portunit ‘or advancement forwar 
application stating previous ex- care Boot and Shoe Recorder, FOR SALE 

perience to D- care Boot and 80 Federal St., Boston, Mass. 

Shoe Recorder, 80 Federal St., Bos- SHOE Store for sale near Chicago. Inven- 
ton, Mass. tories for $8,500. Five* year lease at $300 


: per month. Room 15 x 125. Address D-803, 


care Boot and Shoe Recorder, 80 Federal, St., 
WANTED—Experienced salesmen in States 


























SIDELINE Shoe Salesmen Wanted to carry 
merchandise that sells all year ——, _ 
mit references with 
D-743, care Boot 
eral St, , Mass. 





Shoe Res, 
so Ted. FAMILY Shoe Store Corner Location, hun- 
dred and fifty thousand Pacific Coast City. 


Boston, Mass. 
west of Posey ivatiew to carry as side 


line, medium® grade of Children’s and Misses’ 
Welt. ~State. experience Real opportunity. Owner wishes to go jobbing. 


uine -Gootlyear 
a peoctesy desired in first letter. SALESMEN for central States to sell a a_short No trades! Address D-808, care Boot and 
Century Shoe Co., Inc., Macungie, Pa. popular prited line of children’s and Misses Shoe Recorder,- 80 Federal St:, Boston; Mass. 
shoes; In Stock department; no objection if 
carried with non-conflicting ‘side line. Acme 
ESMEN WANTED to Sell on Commis- Shoe Manufacturing Co., 1259 N. Wood St., 
a as bay | Line, Full ne ot Mi and Chicago, IIl. 
um p lowns for Men, Misses 
and Children. Wonderful line Romeos in stock SHOE SALESMEN WANTED—To carry as 
Long line Men’s Fancy Gore Pumps, etc., side line a al liquid shoe polish. % 
for Southern trade. Mostly all territories now —O Wri or wire for territory. 
available. Spring samples now ready. Write L. Vorgias, 3028 No. Kedzie, Chicago, Illinois. 
fay. to Binghamton Shoe Co., Binghamton, 











FOR RENT 











FOR RENT 
For a $5.00 or $6.00 shoe store. Most 
desirable store in Asheville, North 
Carolina — Adjoining ready - to - wear 
shop catering to missy trade. Rent 
$200 per month—or will consider per- 
centage basis. For further particulars 
WRITE BOX 141, ASHEVILLE, N. C. 








The otvertidas pages A } Shoe 

pag sd Salesmen for attractive line Slip- pe ye ge Hh  - ye 
or Christmas ss =o ee They are worthy of your closest attention. 

1 ee 














olives. ei commission. 
Somerville, Mass. 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 











WANTED— Man for footwear distribution 
and ticket work. Must be experienced and 
possess executive ability. State age, experience, 
education, salary desired, etc. Address D-804, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 











WANTED TO PURCHASE 



















Wanted to Purchase 


Fifteen women’s sample shoe 
trunks—capacity 144 samples. 
Ten men’s sample shoe trunks 
—capacity 96 samples. Trunks 
and trays must be in good con- 
dition. State price and quan- 
tity you can furnish. Address 
D-805, Boot and Shoe Re- 
corder, 80 Federal Street, 
Boston, Mass. 



















WANTED to buy retail shoe store in New 
England, New York or New Jersey. Ad- 
dress D-801, care Boot and Shoe Recorder, 80 
Federal St., Boston, Mass. 













TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 













} HIGHEST CASH PRICES 
PAID 


for shoe stocks, slow sellers, ete. GShert term - 
ne ee over. Transactions eonfidential. 


4 MAX GLAUBERG 
54 Lispenard St., New York Oity 
‘ Canal 8014 
























BUSINESS OPPORTUNITY 


BETTER Merchandising to Merchants desir- 

ing a more rapid turnover and volume by 
special sales of all kinds. 19 years’ experi- 
ence. My fees are less. References from sat- 
isfied customers everywhere, also bank. Over- 
come chain store competition. Correspondence 
confidential. H. D. SEIP, Russellville, Ohio. 



























YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 





















MERCHANTS’ NEEDS 
















Advertising Air Balloons 


Size No. 50—8%” Inflated 


$4.00 per gross 5 gree 
Send ws your or more 
end your Ad Oolors 


W. E. FOLLIS ADVERTISING 
159 No. State St., Ohicage, Ill. 

















When in New York Visit 
Levine Display Studio 
251 West 42nd St., New York City 
Phone Wisconsin 6659 


apeststing Shoe Window 
splays , 





























HOLFAST 


The Wonder Buckle 
Holder! 


= 




























































Inquire Your Jobber or Direct 
Deauville Import Corp. 


45 W. 34th St. 
New York 















Milbradt 
Ladders 


al z Made for 40 years 
: by the original in- 
ventors. 














paawat ° Made in all styles 
to suit any shelving 
conditions. 







Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 




















YS cusnion Tire 
i STORE LADDERS 


79)! 
= Insure perfect yy, 
shelf service for //// 
, any line of mer- /) yy 
chandise. Deep tread // 
steps, properly spaced, (/7// 
with convenient full 
length handholds on both Py 
sides of ladder permit / 
mounting or descending 
with ease. Both hands 
free to remove or 
replace stock without 
danger of falling. 
Cushioned Tired € 
Trolley and Truck S 
Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B,C. Utilize 
small space. Make top shelves safely avail- 
able for stock purposes. One style—neat of 
. eee finished—any height ceiling. 
housands in use. 

mt FE MVERS & BRO.cOo. 

ASHLAND, OHIO. 


















Circular on 
request. 





@GPUMPS-WATER SYSTEMS-HAY TOOLS - DOOR NANGERS | 



















LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT Oupengeve 























MEYER CO 
« 





ctw were! . 
349-27) LEXINGTON AVE.. BRODSAYS. att 
AMERICAS GREATEST 
SMOE CARTON & LABSL mapee 









WINDOW 
DISPLAY FIXTURES 


SEGALLE SONS 


923 ARCH ST. 
















FN =) = 


The DISTINCTIVE arid 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


2$ 39 WW 34 7*ST. NY 
Phone WISCONSIN 8130 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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Polly Shoe Holder | | yopss0s™ tise omrmypp. 





DISPLAYS 
THE BOTTOM 
AND 
SHANK DESIGN 


dt solves the problem of properly displaying shoe bottom 
and shank designs. Particularly adaptable to Arch Type 











shoes. The Polly Shoe Holder is made of non-rustable 
metal, oxidized finish, felt lined. Satisfaction guaran- 
teed. $6.00 a dozen, $3.50 a half dozen. Check with 
order please. 








New Line for Shoe Store Windows 
Ask for Book No. 11E—Use your Stationery 


PA a _ So - 
Ae GeO EINGSm. So- Tur Oscar Gunn Co. gr han. Pict on 





























Can You Speak the Language 
of Your Business? 


Do you know the meaning of all the terms used in the shoe and leather trade? Can 
you make a good impression on a customer by calling things by their correct names 
and answering questions in an intelligent manner? 


If you can't—you need the 


“Shoe and Leather Lexicon” 


An authoritative dictionary of the terms used in the shoe and leather trade. The price 


of the Lexicon is 
50 Cents 


(Cash with order) 


Boot and Shoe Recorder Publishing Co. 


80 Federal St. Boston, Mass. 
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HE representatives of the allied nations delivered the 

peace treaty to the German delegates at Versailles on 
May 7, 1919. After vigorously protesting against the terms 
of the treaty the German delegates returned home without 
signing it. The new German parliament however approved 
the treaty and sent other delegates back who were willing 
to sign it. On June 28, 1919, the treaty was signed in the 
Hall of Mirrors of the Palace at Versailles in the apartment 
in which the German Empire was proclaimed in 1871. 


THE stylish patent 
pump with its uncomfort- o 
able, elongated vamp of four 
inches was one of the out- 
standing models of 1919. 


Comfort and fit are no longer a. 
sacrificed for style. Modern THE QUALITY BOX TOE 
manufacturers give their 
shoes toe-style, toe-service and 
toe-comfort by using (elastic 
—The Quality Box Toe. . ° ° 
ff. United Shoe Machinery Corporation 


(G/C BOSTON, MASSACHUSETTS 











Serves in 


Getting More Shoes Sold Right; not ite “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anv SHOE RecorpeR 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


SPRING KEYNOTE—YOUTHFULNESS.. At the Style Conference 


The Accepted Report 


ore were eeee 


WoMEN’S STYLES FOR SPRING 








REVIVAL IN MEN’s SHOES 





THERE’S A NEW STYLE IN ADS...... By W. A. Commell....cccccecsoce 56 
Styleful Ads Sell Styleful Shoes. 

MULTIPLYING .THE PROFITS......... WER Aeceeservees ....000cccvccen 58 
Yager of Grand Rapids Does It. 

DovusLeE Your SALES OF GALOSHES.. By Helen M. Haney............ 59 

BETTER FITTING ...... settee eeeee ES er er Pere 60 


Betters Health. 





Pe ee Oe nis DRE... 50s. c5000s03 62 
f E 
ee nein... a 
News of the Travelers. 
SHOE MERCHANT NEWS...........-- MROEE TIRES 6 e o.cc vccciececccs 93 
SHOE MARKET NEWS.............-- Among Manufacturers ......... 100 


OTHER REGULAR FEATURES. 










GETTING MORE 
SHOES SOLD RIGHT 


THE BOOT AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, BOSTON, MAss. 
EVERIT B. TERHUNE, President 
WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Vice-President 











Treasurer 
H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 
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Secretary 
. Directors of the corporation, in addition to 
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: ‘ SUBSORIPTION RAT®S 


The subscription price of the Boor anp SHO Recorpmr is $3.00 for one year, which inéludes 
postage in the United States, its possessions, Canada, Mexico, Spain - its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN gunaemanesct-The price to all foreign countries except the above is $6.00 per 
year inclu postage. 
All subscriptions are payable in advance. Single copies 25 cents. 


ment conch ae at tease Bite Geee Gare ie Site of tathe 
se undelivered 


A request for 

with Stents te tar tome ane ae * lace t 

through faslure to send Poe * Sula vor ante esas be care a eae 
4f possible your address label from a recent copy. 

Rntered second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y¥., under the act of 
- ‘March 3. 1879. 

Member of the Audit Bureau of Circulations 

Member, Associated Business Papers, Inc. 
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ACext Meek 


you will find 
in the 


Boot and Shoe 


HE sweetest little shop in the 

world—how a merchant rebuilt 
his business from a dingy, dark lit- 
tle store to a place in the sun, 
where it is a pleasure to shop and 
an equal pleasure to do business. 
When merchants realize that they 
spend most of their waking hours 
in their stores, they begin to realize 
the obligation to their own health 
and happiness, as well as the pleas- 
ure of the patron and the profit of 
the proprietor. 


HIS issue is for the purpose of 

reconstructing an appreciation 
of shoes for themselves, now that 
the house of cards has tumbled. 
Nothing can take away the funda- 
mental truth of the fact that if mer- 
chants knew shoes better, they 
could sell better shoes, and if the 
public knew shoes better they 
would buy better shoes. Some of 
the factors of appreciation on the 
part of the public make this issue a 
timely message to industry, at a 
time when the right shoe for the 
right purpose, profits the merchant 
most, and, through him, every di- 
vision of the trade. 
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Good Shoes are made BETTER with 
INVISIBLE MIDDLESOLE 


NVISIBLE MIDDLESOLE is a bottom 
filler that adds the wear of a middle sole to 


the shoe. 


-oe 


INVISIBLE MIDDLESOLE provides a one-eighth 
inch rubber sole between the two leather soles. 


ated 


INVISIBLE MIDDLESOLE prevents cold or damp- 
ness from coming through to the foot. 


eae 


INVISIBLE MIDDLESOLE assures wonderful flex- 
ibility and does away with squeaks. 


ee 


INVISIBLE MIDDLESOLE adds to health and com- 
fort by providing a flat, damp-proof insole. 


—— 


INVISIBLE MIDDLESOLE will not crawl or bunch 
and so eliminates cause of frequent customer com- 
plaints due to uneven wear on insole and outsole. 


—<— 


INVISIBLE MIDDLESOLE will help you sell more 
shoes and keep more satisfied customers. 


put Invisible Middlesole (Bottom Filler) in your shoes 


MR. SHOE BUYER: Ask your shoe manufacturer to 
—send for descriptive folder and coupon book today 


BECKWITH MANUFACTURING COMPANY 


STATLER BUILDING Manufacturers of Uulco Products BOSTON, MASS. 
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